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What the Finance Corporation Plan Is, and 
How It Would Aid American Bankers —2 


T is a matter of great difficulty 

for the American, trained to 
believe in the principles of democracy, to accom- 
modate his political religion to that form of 
legislation which finds justification only in the exi- 
gency incident to war. The first purpose of the 
country is to win the war. The first purpose of every 
citizen is to contribute his share to that end. Powers 
have been conferred with a free hand. There has 
been frank surrender of rights and privileges and 
there has been no particular complaint. There has 
been general acceptance of the statement from author- 
itative sources that what was asked is necessary to 
success in war, and there has been suppression of 
individual opinions, although now and then there is 
an outcropping of complaints usually directed at the 
political use which might be made of some of the 
very unusual powers granted, however necessary they 
may appear to be. 

Much is said about the inability of a democracy to 
conduct a war. It is assumed that democracy, with 
its divided and carefully guarded delegations of 
authority, is improperly equipped for a great task 
whose military nature demands compliance with the 
rule of unquestioned authority. Not all of the things 
done or proposed fall naturally into the category of 
military affairs. It is often necessary to run a round- 
about course to get them into such classification. 
One of these measures is the proposed War Finance 
Corporation. It is easy enough to see that armies 
must be ruled by generals whose orders and decisions 
may not be questioned. It is not so easy to see why 
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the placing of capital should be sub- 
ject to acontrol as arbitrary. There 
have been entered additional objections, such as are 
customary whenever the authority of government is 
imposed to control, regulate, impede or question the 
activities of individuals. 

It is intended that the War Finance Corporation, 
under the contemplated direction of four men appoint- 
ed by the Secretary of the Treasury and with the 
secretary as the controlling power, shall have a capital 
of $500,000,000, all to be subscribed by the govern- 
ment, and that it shall take over control of what is 
called the investment banking operations of the 
country. It has been explained, and the explana- 
tion is obviously true, that the borrowings of the 
government have practically preempted the credit 
facilities of the banks with the result that it has been 
impossible for private enterprises and public utility 
corporations to secure funds to meet their capital 
requirements. Oftenthese requirements are for exten- 
sions, additions and replacements necessary to the in- 
creased production of materials needed for war purposes. 

The government, solicitous to secure war materials, 
has already made advances of more than $150,000,000 
to concerns that are engaged in producing the mate- 
rials the government needs and must have. The 
War Finance Corporation would provide a certain 
means of supplying such capital and there would also 
be the certainty that the concerns engaged in business 
essential to war would not suffer for capital because 
of the financing operations of concerns engaged in the 
production of non-essentials. 
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Instead of making a general and 
impossible classification of essentials 
and non-essentials, each case would 
stand on its own merits and there 
would be assurance of a fair in- 
vestigation and a correct decision 
based on the war needs of the 
country. It would also become 
practically impossible for any en- 
terprise to secure capital without 


the approval of the directors of 


the War Finance Corpor- 
ation. The approval of 










the subject of grave concern during 
the Liberty Loan drives. Heavy 
withdrawals by their depositors 
would force them either to exact 
notice of intention to withdraw 
deposited funds or to liquidate 
their securities. 

Either would be potentially dis- 
astrous. General notice to their 
depositors that they would have to 
wait thirty days for their funds 
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the directors, when not | 
legally necessary, would 
be morally necessary be- | 
cause the investing public | 
would assuredly be ob- | 
durate as to operations | 
not officially approved. 
In the statement as to 
the purposes of the cor- 
poration the Secretary of 
the Treasury called atten- 
tion to the fact that the 
central banks in Europe 
are allowed to make ad- 
vances to banks against 
the collateral of stocks, 
bonds, etc., while, under 
the law, the Federal Re- 
serve banks may not do_ | 
so, being confined in their | 
operations to the redis- 
count of commercial 
paper, the making of 15- | 
day loans to member I 
banks againstthesecurity | 
of eligible commercial | 
paper and loans against | 
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of protection and a practical 
means whereby they can secure 
currency would eliminate them as 


possible factors in a disturbance of 


credit or confidence. 

Thus two gaps, left by the Fed- 
eral Reserve Act, are filled by the 
War Finance Corporation. It was 
never intended that these gaps 
should be filled by the Federal 
Reserve banks. They were de- 
signed as commercial in- 
Stitutions and were 
expressly forbidden any 
contact whatever with the 
field of investment bank- 
ing. The savings banks 
occupy a position as far 
removed from the world 
of commercial banking 
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operations as the invest- 
ment bankers. It is not 
now the intention to en- 
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5 large the field of the 
Ez Federal Reserve banks’ 
| operations. They will 
e remain as the commercial 
institutions and the new 
EI corporation will relieve 


eH 
duration of the war and 
a few months thereafter 

In addition to permit- 
ting direct loans to banks 
against stocks and bonds 
up to 75 per cent of their 
market value, the War 
Finance Corporation 
| could make advances di- 
| rectly, a provision against 
| 
| 





| the situation only for the 
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“those rare instances 
where it may be made to 
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securities. The proposed | } 7s. of - a —| 
measure would provide a [io IIIT 
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vances to banks against [he new giant among war industries—America’s “liberty fleet” 


the other collateral and they would 
feel free to become interested in 
supplying capital for enterprises 
whose issues were approved by the 
War Finance Corporation. 

The savings banks would also 
find a protection which is now 
denied them. The mutual savings 
banks of the New England and 
Eastern states, having no capital 
stock, are not eligible to member- 
ship in the Federal Reserve 
System. Their situation has been 


would disturb conditions immeas- 
urably; the liquidation of their 
holdings of securities would smash 
the market and cause inestimable 
losses. If they called their real 
estate loans the conditions would 
be that much worse. 

While the situation as to the 
savings banks has been marked by 
solicitude, there has not yet been 
any realization on the doleful 
prospects with which it is presumed 
they are confronted. The assurance 
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appear that a meritorious 
borrower is being unwisely 
or unjustly discriminated 
against by the banks.” 

As a means of preventing the 
unnecessary use of capital during 
the period of the war, the corpora- 
tion will be empowered to approve 
of issues of securities through a 
system of licenses. Thus it appears 
that the field is covered with nicety 
and exactness. The concern in 
search of capital has only to dem- 
onstrate its need of capital to the 
War Finance Corporation. If it 
can demonstrate, it is assured of 
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the capital which may come from 
the banks or from_ individuals 
through the banks, or from the War 
Corporation itself. The operations 
of private and investment bankers 
are brought under direct control of 
the government and they will be 
held in complete subjection. The 
bill might be termed “For the Tam- 
ing and Subjection of Wall Street.” 

It has been often pointed out 
that the disclosures before 
the Pujo investigating 


the program by quantitative analy- 
sis to its proportion of war neces- 
sity to political desire. There is 
ample evidence of the necessity for 
regulation and for provision for 
capital financing during the war. 
Once this is admitted it becomes 
immaterial what the proportion of 
political desire may be. The ques- 
tion of the endurance of the law is, 
however, quite another matter. 
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run the railroads. Of course, it is 
quite immaterial what congress 
determines now as to the period 
during which the government shall 
retain such control. The next 
congress may change it. So it is 
with the War Finance Corporation. 
Its life may be fixed definitely as 
for the duration of the war and six 
months thereafter, with the six 
months as the theoretical time 
necessary for the winding 
up of its affairs. 





committee as to the oper- 
ations of the so-called 
Money Trust were the 
incentive to political ac- 
tivity in behalf of the 
Federal Reserve Act. It 
was assumed by the half- 
informed and misinformed 
trust-busters that the 
domination of Wall Street 
over the financial world 
would be instantly ended. 
Of course, the investment 
banking field was left un- 
touched. Investment 
bankers were never eligible 
for admission into the 
Federal Reserve System 
and they would never have 
applied for admission if 
they had been made eli- 
gible. The supplying of 
capital for all sorts of 
enterprises has never been 
under government con- 
trol. Even proposals to 
extend the jurisdiction of 
the Interstate Commerce 
Commission over the 
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But congress and the 
people may like the new 
method and they may 
secure through a demon- 
stration of its operations 
a satisfactory argument 
for the indefinite exten- 
sion of its life. This would 
give to the government 
an active participation in 
a form of activity which 
this government was never 
designed or intended to 
take; it would be an ap- 
plication of the principles 
of Socialism and the appli- 
cation would become 
broader and more inclu- 
sive according to the 
satisfaction of the people. 
The point is not suscep- 
tible of argument if it is 
conceded that the people 
are bound to get what 
they want. 

The only question is 
whether they really know 
what they want. Discus- 
sion of the plans for a 
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financings of the railroads 
have never been heeded. 

In the guise of a war 
measure, therefore, this legislation 
brings what was the Money Trust 
under control at last. It is political 
psychology rather than the lodg- 
ment of this power in the Treasury 
Department which gives rise to the 
gossip that it is all a piece of deft 
political manipulation—manipula- 
tion so deft that, except for its 
justification as a war necessity, it 
would find no response except 
hearty and unanimous opposition. 
It is perfectly impossible to reduce 
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There is a wholesome fear that 
the taking over of the railroads by 
the government as a war measure 
is but a first step toward the reten- 
tion of that control. President 
Wilson is sincerely opposed to the 
retention of such control when the 
necessity that demanded it has 
ended. There are numerous mem- 
bers of congress who are for such 
control until it has been demon- 
strated to the satisfaction of every- 
one that it is not the better way to 
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War Finance Corporation 
before the committees of 
congress has been pretty 
well confined to the war necessities 
and the investment features. Little 
has been said about the effect of 
the provision as to the issue of the 
Corporation's notes to the amount 
of eight times its capital stock, or 
four billion dollars, or the effect of 
having those notes acceptable as 
security for loans at the reserve 
banks and so becoming the basis 
for issues of reserve notes provided 
the Federal Reserve Board 
approves. 
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The measure is not placed in the 
class of banking bills. It was 
referred not to the banking and 
currency committee of the house, 
of which Carter Glass is chairman, 
but to the ways and means com- 
mittee of which Claude Kitchin is 
chairman. Mr. Glass is a keen 
student of banking and banking 
problems. Mr. Kitchin is not. 
Nor was the measure offered with 
the distinct approval of the Federal 
Reserve Board although Mr. War- 
burg told the committee that he 
considered it necessary 
and desirable and Gov- 


and to bear such rate or rates of 
interest, and may be redeemable 
at the option of the corporation, 
as may be determined by the board 
of directors, subject to the approval 
of the Secretary of the Treasury. 
Such notes or obligations shall 
have a paramount or floating 
charge on all the assets of the 
corporation, and the corporation 
shall not at any time mortgage or 
pledge any of its assets. Such notes 
or obligations may be issued at 
par in payment of any advances 





Board may approve, as they 
may purchase or rediscount paper 
or make advances secured by such 
bonds or notes of the United States, 
under authority of the Federal 
Reserve Act. Any Federal Re- 
serve bank acquiring by purchase 
or rediscount such paper secured 
by the notes or obligations of the 
corporation may, with the approval 
of the Federal Reserve Board, use 
such paper so acquired for any 
purpose for which it is authorized 
to use paper secured by such bonds 
or notes of the United 
States: Provided, how- 





ernor Harding has in- 
dorsed it. It is a treasury 
matter according to Secre- 
tary McAdoo, who has 
insisted that he have the 
power of appointing the 
four directors, subject to 
the approval of the Pres- 
ident. Mr. McAdoo has 
also stated frankly that 
the great powers conferred 
on the Secretary of the 
Treasury are powers which 
he thinks the secretary 
ought to have if he is to 
discharge the duties im- 
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ever, [That whenever 
federal reserve notes are 
issued against the security 
of such paper the Federal 
Reserve Board may make 
a special interest charge 
on such notes, which, in 
the discretion of the Fed- 
eral Reserve Board, need 
not be applicable to other 
federal reserve notes which 
may from time to time be 
issued and outstanding. 
All provisions of law, not 
inconsistent herewith, in 














posed on him satisfac- =m 


torily. 

Nevertheless the plan 
has banking aspects which are not to 
be dismissed by the curt statement 
that it is a matter of war necessity 
and treasury responsibility. No 
matter what restrictions are im- 
posed or how the notes issues are 
safeguarded, if, by any process 
whatever, the notes of the War 
Finance Corporation are made 
eligible as the basis for issues of 
federal reserve notes, the field of 
banking is invaded. This provision 
is of more than passing interest. 
It is included in the powers of the 
Corporation: 

‘To issue and have outstanding 
at any one time its notes and 
obligations in an amount aggre- 
gating not more than eight times 
its paid-in capital, such notes or 
obligations to mature not less than 
one year nor more than five years 
from the respective dates of issue, 
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authorized by this act, or, for any 
of the purposes of this act, may 
be offered for sale publicly or to 
any individual, firm, association 
or corporation, at such price or 
prices as the board of directors may 
determine, subject to the approval 
of the Secretary of the Treasury. 
Such notes or obligations may be 
dealt in by Federal Reserve banks 
in the same manner and to the 
same extent as bonds or notes of 
the United States not bearing the 
circulation privilege, and Federal 
Reserve banks shall be authorized, 
subject to the regulations of the 
Federal Reserve Board, to redis- 
count and purchase paper and 
make advances secured by such 
notes or obligations in the same 
manner and to the same extent, 
and at the same rates, or at such 
higher rates, as the Federal Reserve 
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respect to the purchase 
or rediscount by any 
Federal Reserve bank of 
paper secured by such 
bonds or notes of the United States, 
and in respect to federal reserve 
notes issued against the security 
of such paper, shall extend, in so 
far as applicable, to the purchase 
or rediscount of paper secured by 
the notes or obligations of the 
corporation and to the federal 
reserve notes issued against the 
security of such paper.” 

The distinction between the 
federal reserve notes provided for 
in this section and the notes issued 
against rediscounted commercial 
paper is that the issue of these 
new notes is distinctly subject to 
the regulation by the Reserve 
Board which, having the power, 
will naturally adjust the interest 
rates to encourage or restrict the 
issue of such notes. The measure 
of control over them is, therefore, 
similar to that over the emergency 


NOERWOCOD 


(Continued on page 27) 



































By } “Douglas 








Iialloch 








HAT | know about banks is 

limited somewhat by the re- 
moteness of their proximity ; and, as 
far as I am concerned, banks, state 
and national, savings and com- 
mercial, strongly resemble the well- 
known banks of the well-known 
Wabash—which, as you undoubt- 
edly have heard, are far away. 
Since I abandoned lumber for 
literature and concerned myself 
with poetic feet rather than board 
feet, banks have meant very little 
in my young life. One does not 
ordinarily associate banks with 
poets and humorists, because poets 
and humorists do not ordinarily 
associate with banks. It is a well- 
established fact that poets are 
borne, not paid; and, as most of 
the checks that poets receive are 
to their aspirations rather than on 
banks, bank cashiers are seldom 
numbered among those avid col- 
lectors of autographs by whom 
the author is pursued. The col- 
lectors by whom the author is 
pursued are of quite a different 
genus, as it were. 

It is this very paucity of informa- 
tion regarding banks and banking 
that causes me to seize with en- 
thusiasm the opportunity to write 
upon the subject of banking and 
banks. Knowing as little as I do 





about banking, it is remarkable to 
me that my fellow citizens have 
never elected me to congress or 
some legislature so that | might 
legislate or cong on the subject. 
I can account for it only on the 
hypothesis that, if I know nothing 
about it, the men who are in office 
know less. [| have never even 
appeared before a congressional 
committee to air my ideas on the 
subject. I trust that none of my 
congressional and legislative 
friends will resent these remarks; 
because, in truth, if I know little 
about banking, about legislation | 
know less. 

It is not to be denied that I have 
a checking account with one of the 
banks, although revelation of the 
fact may expose me to expulsion 
from the American Press Humor- 
ists. But, as a matter of fact, 





‘Nothing like a pass book to while away a long 
winter evening’ 


‘ 


opening that bank account was 
the most humorous thing I| ever 
did. It was much like planting 
banana skins on a tin roof in 
Alaska. 

But that checking account has 
been a constant joy to me and a 
constant worry to the bank. Yet 
banks do not agree with me—at 
least, this one doesn’t. We are 
living in an age of co-operation, 
except at the front. But that 
bank and I can never coincide 
or outside as to the amount of my 
overdraft. It is my opinion and 
belief that the chief service per- 
formed by a bank is in an over- 
draft. There is no particular kind- 
ness on the part of the bank in 
merely letting you draw your own 
money. But the overdraft per- 
forms a real function in the com- 
munity, particularly the literary 
community. It lets you have 
money when you haven't it, which 
is the time when you need it, not 
when you have it. 

If, by the practice of some care- 
ful camouflage, you have been 
able to get into the debt of some- 
body for thirty dollars, and you 
have only twenty in the bank, and 
you draw a check for thirty, and 
the bank pays it, then it has per- 
formed a real service and is 
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entitled to, and shall receive. my 
valued patronage; but, if it doesn't 
honor that check, then all | have 
to say is that the bank is a mean 
thing. 

Not long ago | gave my wife a 
check for $175. I| dont recall 
what it was | had done the night 
before, but | remember that | gave 
her the check. It was $35 more 
than | had in the bank’s treasure 






chest. It honored the check, and 
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**You give up the idea of buying a car and hock 

the baby buggy instead” 
my nerve, and then notified me 
that, speaking as a literary critic 
of my writings, as it were, my 
check was a very interesting piece 
of fiction, but it was a little over- 
drawn. I then borrowed $50 from 
the wife, made good the account, 
and everybody was happy. Thus 
we see how a bank, by properly 
performing its proper functions, 
may promote the cause of peace 
and discourage winter residence 
at Reno. | want what | want when 
I want it. But I not only want it, 
but must have it, when my wife 
wants it. 

And a bank account performs 
another useful service. Personally 
I know nothing like a pass book 
to while away a long winter even- 
ing. I read Emerson Hough with 
enthusiasm and the Balmer-Mc- 
Harg literary twins with delight. 
But when I want to spend an 
evening with a volume of gripping 
interest, I get out the little book 
in which the bank and | are con- 
ducting a guessing contest as to 
how much money | have on hand. 


The bank and | can never agree 
as to the wealth of this country as 
represented by me. | am naturally 
of an optimistic nature; but I fear 
that bank is a pessimist. It is the 
most unappreciative institution | 
ever saw, except possibly the city 
editor of a morning paper. I like 
to feel that | have done a great 
many people good in this world; 
but the bank never seems to be 
willing to give me the credit to 
which I think | am entitled. 

Once a month the bank sends me 
a statement of what I have on 
hand, and immediately | have to 
drop a whole lot of projects that 
| have on foot. Personally | am 
a believer in the gospel of sun- 
shine. | am as full of the milk 
of human kindness as a cocoanut, 
or any other kind of a nut. I like 
to go around spreading gladness. 
But not that bank. “Every morn 
is a new beginning, says the poet, 
“every dawn is a day made new,» 
or something to that effect. But 
not the first day of the month. For 
that is the day the bank statement 
comes. That is the day you give 
up the idea of buying a car and 
decide to hock the baby buggy 
instead. 

When old age begins to creep 
up on a man, he does not like to 
be reminded of it. Few people will 
be so unkind as to call it to a man’s 
attention, or brave enough to call 
it to a woman's. But not a bank. 
One of the first signs of age is fail- 
ing memory. You forget where 
you put your hat, or your glasses, 
or to come home at night. But if 
you forget your check book, and 
write one at the Club on a blank 
one, the bank is sure to remind you 
of it. It sends you the canceled 
check to confuse and confound 
you, confound it. Then you have 
to put in another evening with 
your accounts, and get up bright 
and early in the morning and call 
on your friends, so that the bank 
may not be financially embarrassed, 





however embarrassing it may be to 
yourself. 

What a blithe existence the 
banker lives, forsooth. Our own 
family has furnished a cashier to 
the great profession of banking. 
There was no reason why we 
shouldn't. The family had practi- 
cally no use for one. Now and then 
we go to see him—not profes- 
sionally, for that wouldn't do any 
good—not as a customer but as a 
friend. He sits in a lettuce bed of 
tens, twenties and fifties, and 
toys with a stack of golden eagles. 
No rejection slips on his desk. No 
requests to make free after-dinner 
speeches because it will help the sale 
of your books. Nothing but mead- 
ows of money and forests of finance. 

But | want to say this for my 
good friend the banker, whoever 
or wherever he be: I used to think 
the banker had put a reverse 
English on Acts 20:35 (you'll have 
to look this one up—Ed.) But now 
| know better. Our bond drives 





‘He sits in a lettuce bed of tens — ——— 
and toys with a stack of golden eagles” 


and sundry other drives sheared 
me of every humorous thought at 
the expense of the banker. He did 
not ask how the success of those 
drives would affect him, but how 
their failure would affect his coun- 
try. And what I know about banks, 
now, is that they are bulwarks of pa- 
triotism andsalvators of democracy. 

What I know about banks is 
vastly less humorous than what 
banks know about me; for what | 
know fills me with pride, admira- 
tion and respect. 








The two Liberty Loan campaigns have demonstrated that America can be “pound-wise.’’ 
The sale of Thrift Starnps is demonstrating that America can be “penny-wise’’ as well. 

















cor am 

















Lane ee 






































An Interesting Card File System Makes 
Every Customer a Friend of This Banker 


OT long ago | amazed a woman 

calling at the bank with her 
husband and daughter when I said 
to her: “I see you brought Hattie to 
the city with you today.” They 
reside twenty-five miles from New 
Richmond and it was their first 
visit to the city. My information 
was accurate because it was based 
on the family card which I| had 
slyly extracted from our neighbor- 
hood file and placed in my open 
upper right-hand drawer, out of 
the visitors range of vision. 
Although I had noted the ages of 
the eleven children in the family 
on this card eight years previously, 
| could not go wrong on Hattie 
because she was third in line, two 
brothers being next older. 

The husband, whom | shall call 
Mr. Jones, had $1,500 for a certifi- 
cate of deposit and | feel sure that 
mother will not advise transferring 
the money to any other bank very 
soon. 

The incident is typical as illus- 
trating the advantages to the 
Bank of New Richmond which 


have grown out of our carefully 


By J. W. McCOY, President 


Bank of New Richmond, 
New Richmond, Wis. 


maintained system of filing and 
mailing by neighborhoods. It origi- 
nated with aconversation | had with 
a successful commercial salesman 
some years ago when | asked him 
how he accounted for his success as 
a solicitor of new business. 

Among other things, he said he 
kept a card record of business 
prospects in all towns visited and 
gathered what information he could 
concerning his prospects in various 
ways. If the possible buyer's 
hobby was hunting he _ noted 
“hunting” under “favorite topic.” 
If he learned that he and the 
“P. B.” had mutual acquaintances, 
he noted “Greens” under “friends 
of—, and when visiting the town 
in question, the salesman was pre- 
pared for a profitable chat with 
the prospect. He talked of the 
Greens and handed him a news- 
paper clipping pertaining to Roose- 
velt’s hunting trip in Africa. 

There was the idea | had sought, 
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and | have adapted it essentially 
to our banking business in our 
relations with customers and pros- 
pects. Our mailing list and all 
our new business activities center 
as upon an axis about the neighbor- 
hood system we have devised. 

A mailing list, first and last, 
must be efficient and correct. It 
is well, our experience tells us, to 
have as much useful data as pos- 
sible to identify the depositor and 
the prospective depositor. It is 
possible and practical to system- 
atize a friendly and neighborly 
interest in our depositors and pros- 
pects by jotting special information 
on the mailing name and rating 
cards—information that is obtained 
by visits, conversations, from local 
newspaper items and in many other 
ways—all of which can be kept up 
to date very easily. 

The operation of an intensive, 
extensive and successful advertis- 
ing campaign is costly, and by the 
same token there is some cost 
attached to the process of procuring 
a dependable mailing list and rat- 
ing. Unless it is good, it is useless; 
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nevertheless, it 
can be had at 
moderate cost if 
properly handled. 

Mailing list 
names are to be 
obtained from vari- 
ous sources—county atlases (which, 
however, soon become obsolete), 
poll lists, telephone directories, and 
membership rolls of fraternal and 
other societies. 

We find that a simple manner of 
getting our information is direct 
from the town, village or city 
annual tax assessment rolls (acces- 
sible at all towns, villages or cities), 
or from the county clerk's office, 
for | have yet to hear of the prop- 
erty owner whose name has been 
overlooked for taxation. In the 
latter's sanctum all the tax rolls 
are to be found in one office. As 
re-assessments are made annually 
by the assessors and gone over by 
the board of review, a correct list 
of taxpayers names is made and 
assessed valuations are placed on 
lands and improvements as well 
as on personal property. 

The names, land descriptions, 
section, town, range and assessed 
valuation of lands, buildings and 
personal property can be copied 
from the books at the tax office by 
any young clerk. Or, for a small 
remuneration, this service will be 
performed by the town, village or 
city clerk. 

With a copy of the tax-roll sheet 
before us, together with a 24 x 24- 
inch sheet of paper for sketching a 
rough map (about seven times the 
size of the usual county atlas town- 
ship map of 9 x g inches), it is our 
practice to rule the sheet into 576 
one-inch squares to represent all 
forty-acre tracts in the township. 
As a preliminary to arrangements 
for card entries, we copy names 
from our sheet of the township tax- 
roll to the proper sectional descrip- 
tions on the map, writing the 
owner's name in each of the forty- 
acre squares and his name or initals 
in the remainder of the land 
descriptions which he owns else- 
where in the township. On the 


map we insert the assessment 
amounts of his farm, including 


the assessments of his buildings 
as well as his personal property. 
The additional assessment on one 
of the forty-acre tracts indicates 
the location of the residence and 
an 'X"' mark placed there makes 
the indication doubly clear for con- 
venience in reading the map. 

Owners possessing only fractions 
of forty-acre tracts are ordinarily 
passed by in taking farmers’ names 
from the tax-roll. However, it does 
not pay to make this a hard and 
fast rule, for we have frequently 
discovered financially “well fixed” 
farmers among the very small land 
owners. One ‘twenty-acre’ farmer 
whom we eliminated in the first 
copy of the lists, turned up later 
with $25,000 and he now carries a 
good savings account with us. 

In case the assessment roll does 
not show a personal property tax 
against an owner but at the same 
time shows an assessment on 
buildings, it is easy to learn by 
inquiry the name of the tenant on 
the land and then we card-list the 
tenant. In the event that no 
assessment for improvements is 
shown, we know the land is unoc- 
cupied and we drop the owner's 
name as non-resident. The poll 
lists also reveal the names of 
tenants but do not show their 
residences. 

When the rough map is com- 
pleted, we trace on it the route of 
our government county map which 
shows rural delivery service and 
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The customer's family tree wouldn't give the banker 
as much information as this index card 
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locates post offices, if any, thus 
affording us correct post office 
addresses and route numbers. From 
the map to the name and rating 
cards we then transcribe all names, 
post office addresses, R. F. D. num- 
bers, town and county, section, 
township and range numbers, total 
acres owned and total amount of 
assessments. From this data we 
are enabled to obtain an assess- 
ment percentage value of the 
approximate assets—the last of 
the principal features essential 
for a record that is to supply an 
effective mailing list. 

There is to be obtained from the 
abstractors a brief record of the 
title of lands and of unsatisfied 
mortgages for any special town- 
ship desired. This record shows in 
whose name the title stands, the 
date recorded, the volume and 
page and the 
amount of the 
mortgage. We 
have had several 
township records 
(not including vil- 

“y lages) and two 

county records. 

The cost has never been more than 
$11 for any one town. 

By running through the register 
of deeds’ index book, we can get 
an inexpensive list of names and 
amounts of additional mortgages 
recorded later and these mortgage 
amounts are entered on the “'liabil- 
ity’ side of the card. 

A smiliar brief record of names 
and amounts of all unsatisfied 
chattel mortgages can be obtained 
at small expense from the town, 
village or city clerks—information 
that is likewise available to any 
clerk sent by the bank to copy from 
the index records from time to 
time. These chattel amounts are 
also entered on the ‘liability’ side 
of the card and by simple subtrac- 
tion of the real estate mortgage 
amounts from the amount of land 
and personal property assessments, 
we get an approximate percentage 
value of the farmer's net worth. 
The net worth we indicate under the 
appropriate right-hand marginal 
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figures on the card, writing ‘‘M” 
for thousands of dollars and “C”’ 
for hundreds of dollars. 

In order to keep the land mort- 
gages up to date, it is necessary 
periodically to get names and 
amounts only from the register of 
deeds or to copy them from his 
index book. The same plan is 
practicable in reference to chattel 
mortgages—the name and amount 
only, obtainable from 


postmasters to perform this service, 
and the ruling certainly saves 
tremendous waste in the mailing 
of advertising. 

In looking through our books 
in the checking, certificate, savings 
and insurance department, it is an 
easy matter for us to write “V" 
after the names of all those who 
are already doing business with us 
in those departments. The symbol 








clerk's office—and this 
data, too, is recorded on 
the card. 

In banking by mail, 
the mailing and rating 
cards of townships can _ | 
be utilized to include 
as large a territory as 
desired for certificates 
of deposit and savings 
accounts. Although the 
card is prepared espe- 
cially for the farmer, a 
similar one can be used 
for villages and small 
cities, the information 
taken from the tax rolls, 
etc., and divided by lots, 
blocks and wards. Other 
names can be added 
from poll lists, telephone 
directories, fraternal 
societies memberships. 
etc. 


the town, vilageorcity == 
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Next in the Series 
OUBTLESS you feel that the banker is a 


useful member of society—that he has his_ |} 


place if he will only keep it. 








Possibly |} 
you may even feel that he is something ||) 
more than useful—essential perhaps, asa ‘‘financial i 
silo’’ at least. 


That is likewise the belief of ““J. U. H.’’ more | 
formally known in Detroit as J. U. Higinbotham, |] 
but you'll enjoy every line of his humorous reluc- 


tance to admit the fact in ‘‘Only Part of What I 
Know About Banks.’’ 


*‘The editor who conceived of a series of humorous 
articles on banking was a positive genius—because 
the field is almost as unexplored as the bottom of 
the sea and as inaccessible,’’ he writes. 
humorists ever become bankers. 
does not become bankers.’’ 

The story will appear in the May issue of The 
Burroughs Clearing House. 


a series of American press humorists’ conceptions 


_ of banks and banking. 


*“Few 
In fact humor 


It will be the fifth of 


Burrou 
earing House 


letters reproducing our newspaper 
advertisements, etc., in advertis- 
ing. We also advertise in several 
newspapers in surrounding towns 
and thereby draw savings deposits 
from beyond the half-way line. 

Three thousand or more farmers 
in this and surrounding counties 
own and operate a co-operative 
packing plant in New Richmond. 
Consequently they drive and ship 
stock from a distance, 
and in cashing their 
checks, we endeavor to 
| place certificates of de- 
| posit with them when- 
ever possible. 

Under the heading 
“mailing to” which ap- 
pears on the card, we 
check ““V"’ in pencil, to 
indicate the mailing of 
calendars, special litera- 
ture, etc., and the card 
is passed by the address 
clerk when he is mailing 
out the same literature 
with folders, etc., en- 
closed, thus avoiding 
duplication of advertis- 
ing. Under the heading 
“bank with,’ we check 
mark all who have ac- 
counts with us. The 
names of other sur- 
rounding towns are 



























The postmasters are 
menon whom to rely for accuracy of 
the mailing list. Instead of depend- 
ing upon their notification by card 
that a certain number of letters 
are “uncalled for and remit post- 
age if desired returned,” (and 
many postmasters are not accom- 
modating even to this extent), we 
make up a list of names and ad- 
dresses from our cards, assorted 
by post office address, and request 
the postmaster 
to check off the 
names of all those 
who no longer re- 
ceive mail through 
their offices. The 
post office depart- 
ment regulations 
as amended permit 


““X"' indicates ‘no account in that 
department’ and hence a prospect 
we should work on. Thus, even 
though an inexperienced clerk goes 
through the cards to address the 
mail, we cannot go wrong in ad- 
dressing the desirable prospects. 
New cards are added occasionally 
and unused cards are transferred 
to a disposed-of card file with the 
notation thereon “‘sold,” “dead,” 
“no good,’ etc. 

In questioning a neighborhood 
visitor about strangers in our file, 
I never fail to inquire what his 
specialty is (if any)—breeds of 
cows, hogs, pure bred grains, 
tractors; whether his son is a good 
baseball or football player, etc. 

We use facsimile typewritten 
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written on the card as 
shown by the checks 
deposited for remittances, etc. 
Information as to income, occu- 
pation and nationality we gather 
by casual conversation and _in- 
quiry, while names and ages of 
father, husband, mother, wife or 
other relatives of the card sub- 
ject are gleaned 
through neighbor- 
hood gossip and 
other sources. Per- 
sonal data of this 
sort is invaluable 
as shedding light 
on the environment 
of the subject and 
is useful also in 
interpreting the 
causes of with- 
drawal of savings, 





Continued on page 26 
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Picking Dairy Ranchers to Win 
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How a California Bank Built Business 
for Itself by Teaching Cattle Culture 


HE “boarder” is to the cattle 

herd as the drone is to the bee 
hive, as the Son of Rest is to the 
human species. She, the parasite 
among bovines, consumes the 
farmer s fare, grazes on his valuable 
pasture lands, reposes in a luxur- 
ious stall in his stables and 
produces nothing. 

In Merced, Cal., one of those 
beautiful agricultural and horticul- 
tural spots for which the Golden 
state is justly famous, live many 


ranchers, many—but not all—of 


the reasons why Merced county 
ranks first among the fifty-eight 
counties of thecommonwealthinthe 
number of cattle raised, second in 
the quantity of butter fat marketed, 
fifth in the value of dairy product, 
sixth in butter churned, seventh in 
milk production and ninth in 
cheese produced. 

‘There are just forty ‘boarders’ 
in my herd of 105, said one of 
these stock raisers, “but | didn't 
find it out until | joined the Cow 
Testing Association. When | re- 


placed these useless occupants of 


the pasture with regular stock, the 
output of the herd increased so 
that the returns averaged over $300 


An interview with 


H. P. SPENCER 


Vice-President of the Farmers & Merchants 
National Bank, of Merced, Calif. 


per month more on the same feed, 
care, space and other facilities.’ 
This man’s story is typical of the 
stories which could be told by 
scores of other Merced farmers and 
ranchers who have been aided, 
through membership in the Cow 
Testing Association, in reducing 
a haphazard vocation of farming 
and stock raising to a scientific 
business. Now the dairymen are 
enabled to buy high-grade cows 
and are encouraged to make a 
broader margin of profit on the 
cattle they already own by weeding 
out non-profit cows and replac- 
ing them with tested cattle. The 
creamery benefits by an increase in 
raw product and has been relieved 
from an embarrassing financial 
problem of the past, when it was 
frequently called upon to advance 
funds to the farmers if cream was 
to be obtained. The community 
benefits by a more active circula- 
tion of money brought about by 
improvement in the condition of 
the ranchers and by general 
12 


development of the district. 


And 
the bank benefits—and that brings 


us down to H. P. Spencer, who 
organized and is now president of 
the Cow Testing Association. 

Mr. Spencer is a_ student of 
conditions and a firm advocate of 
the theory that the successful bank 
is the bank which is actively and 
militantly interested in the support 
and promotion of the industries 
peculiar or vital to its section of the 
country. A native of New York 
state, he engaged in banking in 
Michigan and later in Los Angeles 
and then sought out Merced for 
the development of his ideas. 

Wherever there is a gathering of 
farmers in Merced county, it is 
likely that H. P. Spencer, vice- 
president of the Farmers & Mer- 
chants National Bank of Merced, 
will be present to assist in making it 
a success. There are few Merced 
ranchers who do not know him 


well, for he is not content with 
attending formal meetings but 


insists on meeting up with the 
individual and helping him face 
his own individual perplexities. 

By personal contact of this kind, 
Banker-Rancher Spencer gained 























the confidence and the gratitude of 


the community, as well as the 
acquiesence and co-operation of his 
agricultural clientele in the forma- 
tion of the Cow Testing Association 
by means of which his bank has 
taken the lead in educational work 
among dairy ranchers and carried 
it far beyond the point where 
government bulletins left off. Not 
that the reports and investigations 
of the Department of Agriculture 
in Washington were not thorough 
and enthusiastic in their advocacy 
of just such associations, but they 
had failed to take root and multiply 
in the mental soil of Merced. The 
Spencer propoganda simply weeded 
out the tares of discouraging 
apathy and laid the educational 
foundation for the introduction of 
government science of dairying, 
reinforced by numerous principles 
of his own, applicable to the local 
situation. 

It was not a hit-and-miss propo- 
sition or a jump at conclusions, but 
the result of careful study of the 
possibilities of the surrounding 
country from which Mr. Spencer 
concluded that the section was best 
adapted to dairying, to alfalfa and 
to hogs. His further and final 
conclusion was that his bank 
should specialize in the encourage- 
ment of high-grade and pure-bred 
dairy cattle and go all the way in 
the supply of the necessary capital 
for backing it, the lack of which had 
been a serious handicap for years. 

So, three years ago, the bank set 
up a booth at the county fair by 
way of introduction of the new 
idea. In this way, and ina 
multitude of 
other ways, the 
institution took 
advantage of its 
opportunity to 
acquaint the 
public with the 
things in which 
it specialized, 
meeting the 


people, planting 
the seed of in- 
telligent ranch 
operation and 








Left—lIrrigation in Merced County; 


explaining how the business of the 
progressive farm, as well as the pro- 
gressive bank, should be handled. 
In one of these displays were fea- 
tured some of the most effective of 
departures in irrigation methods. 
The popularity of the attraction 
has insured its permanency at 
Merced county's annual exposition. 

Then came the Cow Testing 
Association, which is eloquently 
fulfilling the purpose for which it 
was intended—that of teaching the 
rancher how to determine to a 
penny the amount he is making on 
every cow inhis herd. He is given 
the means of knowing by actual 
test how much butter fat each 
animal is capable of producing, how 
much it costs to keep her and there- 
fore how much he can realize on her 
in any given period. Thus has 
come about “cow system’ '—keep- 
ing profitable cows only—which has 
sealed the fate of the troublesome 
“boarder.” 

The association is a progressive, 
co-operative organization, backed 
by the bank's plainly but expres- 
sively named “‘cow loans” in which 
the Farmers & Merchants National 
is a pioneer, at least in its section. 

Any rancher of good standing 
and possessing 40 per cent of the 
capital he requires is on the eligible 
list for a cow loan. The bank 
lends him 50 to 60 per cent for the 
purchase of high-grade dairy cows, 
taking a mortgage on the herd, 
together with an assignment from 
the rancher of one-half of the 
“cream check. Here the cream- 
ery co-operates, delivering the 
cream checks direct to the bank 








it 
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Right—A street in Merced 





and making detailed reports twice 
eachmonth. One half of the check 
is applied to the mortgage and the 
other half credited to the dairy- 
man’s bank account. 

As a mere matter of statistics, 
the value of the county's farm 
lands has increased 118.8 per cent 
in the past ten years and more than 
1,160,000 of its 1,276,800 acres of 
area are in farms. Merced is first 
in sweet potato production, sec- 
ond in the value of domestic 
animals, third in the value of cereal 
crops, third in barley product, third 
in alfalfa acreage and tenth in the 
value of hay and forage crops. 
Credit also an enormous yield from 
thousands upon thousands of apple 
trees, peach and nectarine, plum 
and prune, apricot, fig and orange 
trees, almond, olive and walnut 
trees—108,853 bushels of orchard 
fruit product, 127,357 pounds of 
nut product, 12,085,751 pounds of 
grapes and 793,495 pounds-of figs, 
all in a year. 

While the Farmers & Merchants 
National has had some part in all of 
these activities, the bank has kept 
watch more closely on the figures 
which tell the story of the dairy 
industry which predominates in 
Mercedcounty. Although statistics 
are not available, it has seen the vol- 
ume of cow loans grow rapidly. It 
has seen the output of the creamery 
doubled in the last year. It has seen 
the county's production of butter 
fat steadily climbing the scale. It is 
in this branch of development that 
the bank has staked its progress and 
in which it has found a mine of good 
investments which have proved 
their worth. 
And from the 
broader stand- 
point, this profit 
is secondary to 
the satisfaction 
the stockholders 
have derived 
from contempla- 
tion of the civic 
betterment and 
increasing fruit- 
fulness of their 
community. 
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NLY the deans in banking to- 

day remember the time when 
advancement in the bank meant a 
multiplicity of years of faithful ser- 
vice. Promotion from messenger or 
bank clerk to minor officialdom and 
thence to vice-president and head 
of the institution was an arduous 
climb, step by step, the stepping 
stone almost invariably being sen- 
iority. And it sometimes happened 
that ‘seniority’ cloaked _ ineffi- 


ciency and stifled the ambition of 


newer but capable men who, re- 
gardless of mental capacity, must 


await their ‘turn’ for positions of 


responsibility. 

But a radical change in the 
status of the young man in banking 
has taken place. There never has 
been such an opportunity to move 
rapidly up and forward with the 
business, given sheer ability and 
the capacity to learn as the only 
motive force. Nowadays, the 
youth in the bank who ‘shows 
stuff''—thestuff of which competent 


By H. J. BRUNER 


Bank of Coronado, Coronado, California 


officials are made—is encour- 
aged by every possible means to 
develop his executive ability, and it 
is the rule rather than the excep- 
tion that his rise in the bank's 
personnel is in direct proportion to 
the expansion of his mental capa- 
bilities. Education is the means 
to that end and the measure of his 
advancement is the success with 
which he is enabled to turn to 
good account the educational ad- 
vantages literally showered about 
him by his employers. 

The book shelf is, of course, the 
nucleus of the embryonic banker's 
mental training and every bank is 
stocked with at least a few good 
books that will aid those employees 
who are sufficiently interested in 
their future to make a conscien- 
tious study of financial literature. 
It has been found that the cost of 
the bank library is usually returned 


14 














GIie Bank Library- 
What it Can Be 


many times over in the additional 
work and devotion that only inter- 
ested, studious employees can give. 
The inevitable result is a strength- 
ening of the banking organization 
all down the line—sufficient proof 
for the bank of the value of its edu- 
cational activities. Supplementing 
their libraries, many banking insti- 
tutions maintain permanent schools 
for their employes, the National 
City Bank of New York, for exam- 
ple, having an enrollment of several 
hundred young men and women in 
classes beginning as early as 8 
o clock in the morning. 

How to fill the bank book shelf 
intelligently is the problem. There 
are hundreds of volumes in every 
public library that treat of the sub- 
jects of banking, finance and eco- 
nomics but with so much material to 
draw from it is sometimes difficult 
for one who would study the 
various phases of the fascinating 
subject of business to find just the 
right book that contains the 
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precise information of which he is 
in search. It is even more difficult 
to select the volumes for a small 
library on the subjects, for one 
must choose those books that offer 
good, practical texts to the exclu- 
sion of many fine volumes that 
contain very good material but are 
inadequately indexed or do not 
lend themselves easily to practical 
application. 

Every book for the small library 
must be an authority. To admit to 
its shelves those volumes that deal 
with the “glittering gen- 
eralities’ of a subject is 
to burden the expense 
account and needlessly 
accumulate dead _ stock. 
The expensive works of 
reference, often consisting 
of many volumes, are us- 
ually procurable at the 
public library, while the 
well indexed smaller vol- 
umes will be found ample for the 
needs of the bank library. 

The old standard works must 
form the basis of the small bank 
library. Without such books as 
Adam Smith's “Wealth of Na- 
tions;’ W.S. Jeavon's “Money 
and the Mechanism of Exchange;”’ 
Walter Bagehot’s ‘LombardStreet’’ 
and John Stuart Mills’s “Political 
Economy,’ even the most modest 
library cannot be said to be com- 
plete or even to have a solid foun- 
dation. These books, written years 
ago, have been eclipsed by few 
modern writers. Yet there are a 
number of modern books that 
should be included because of the 
difference in viewpoint and because 
of the light they shed upon the 
works of the older economists. 
The criticisms, too, are usually 
worth while, for it must be remem- 
bered that the banker has little 
concern for pure economic theories. 
What he wants is a practical work- 
ing knowledge of the subject and its 
application to everyday business. 

The newer books of business that 
devote most of their pages to actual 
transactions and concrete business 
problems, covering the subjects of 
management, promotion, costs, 











organization, investment and spec- 
ulation, are useful in applying the 
theories of economics to modern 
business conditions. These books 
should not be taken up, however, 
until the principles of the older 
economists have been mastered. 
The principal fault with the older 
books is that they slight the prac- 
tical side of the subjects—a short- 
coming of which modern writers 
cannot be guilty if they would sell 
their books. 

Only in recent years has the 
study of 
economics 
and eco- 
nomic his- 
tory givena 
noticeable 
impetus to 


buisness. 
Formerly 
it was a 
subject for 
college 
professors 
and men 
who enter- 
tained the hope of high political 
position. Now it has invaded even 
the smallest unit of the business 
life of the community. 

When Harrington Emerson took 
hold of the defunct Atchison Rail- 
road some years ago and proposed 
the application of economic stand- 
ards and efficiency principles, his 
ideas were revolutionary. Railroad 
men wondered how far the re-organ- 
ization committee would let him 
carry the balance to the debit side 
of the ledger before they would call 
a halt on what they termed useless 
expenditures. Emerson's plans 
were successful and soon dividends 
began, and there isno doubtthatthe 
Atchison owes its strong position 
today, in a measure at least, to his 
principles. Now there is scarcely 
a steam road in the United States 
that has not adopted some of these 
principles. Not only the railroads, 
where these ideas are easily applied 
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Libraries of two Chicago banks 


because of standardized_equipment 
and conditions, but the other indus- 
tries have fallen in line one by one. 
The banker, the conservative ele- 
ment in the scheme of American 
business, has been last to join in 
the new order of things. 

But once he has joined, he may 
be depended upon to go sled- 
length. For instance, there's the 
Guaranty Trust Company, of New 
York, whose reference library is one 
of its most important adjuncts and 
one of its rapidly expanding depart- 
ments. It is used daily by the 
entire force of officers, employees 
and students, and particularly by 
the members of the Statistical and 
Foreign Trade departments. 

The books include official docu- 
ments of the United States and 
foreign countries, the 
library being especially 
rich in material relating 
to South America. Such 
subjects as finance, invest- 
ments, railroads, public 
utilities and industries are 
well represented. There 
are many bound period- 
icals and newspapers, 
quotation sheets of stock 
exchanges, and the prin- 
cipal economic and general publi- 
cations of many countries. The 
clippings file has been growing 
rapidly and is composed of articles 
and notes from many periodicals 
which the library does not bind. 

Closely allied with the library 
proper are the corporation files 
containing reports, statements, cir- 
culars and other material issued by 
domestic and foreign corporations; 
the subject file, and the geograph- 
ical file. In addition to catalog- 
ing, annotating and preparing the 
material received, the library ren- 
ders such services as sending lists 
of called bonds to the bond de- 
partment, sending notes on trade, 
crops, etc., to the Foreign Trade 
department and supplying in 
general any matter relating to the 
subjects inquired about by the 
officers and employes. 

Today the up-to-date banker is 
providing any number of magazines 
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and books for his employees, 
donating liberally to the local 
chapter of the American Institute 
of Banking, standardizing his 
equipment and working out his 
problems in many other directions 
that have a tendency to make for 
better and cleaner business and 
larger dividends. Once he _ has 
decided that the study of good 
books on banking and kindred 
subjects is an asset for both the 
bank and the employee, the question 
that confronts the official is how to 
select the material for his employees’ 
reading. As mentioned earlier in 
this article, the standard books on 
the subject of economics must form 
the foundation for the bookshelf. 
Such of the modern writers as offer 
the most complete and practical 
works on the subject should then 
be considered. 

Among these might be men- 
tioned Charles Arthur Conant's 
‘Money and Banking —two vol- 
umes that deal with the history of 
banking from the earliest times 
almost to the passage of the Fed- 
eral Reserve Act; Charles Franklin 
Dunbar's “Chapters on the Theory 
and History of Banking’ —a very 
good volume containing concise 
chapters on the European banking 
systems; an admirable volume on 
“Elementary Principles of Eco- 
nomics,’ by Irving Fisher; G. O. 
Bordwell’s “Modern Banking 
Methods,” for the interior routine 
of the bank; Franklin Escher's 
“Foreign Exchange, and _ Bur- 
dicks concise volume on *Com- 
mercial Law.” 

The list of modern writers could 
be continued almost indefinitely, 
but the bank with only a small 
appropriation for a library must 
confine itself to the best books in 
the several classes, not so much 


alone for the author s knowledge of 


the subject, as for the fact that the 
volume is best suited for the object 
for which it is purchased. 

It is a good idea for the man who 
is assigned to the buying to look 
the list over and pick out the ones 
that suit his purpose, or rather that 
suit the individuality of his bank. 


If the bank is in a farming com- 
munity, the shelf must contain in 
addition to banking and economic 
publications those dealing with 
stock raising, land valuation, farm 
bookkeeping and many other sub- 
jects. If in a manufacturing or 
railroad center, books on transpor- 
tation, factory management, 





Corporation files of an eastern institution 


commercial credits and financing 
will be needed. It is well to bear 
in mind that the field of the banker 
is as broad as business itself, and 
any volume of almost any nature 
can be read with interest and profit. 

It is impossible to exaggerate the 
helpfulness of the library of the 
American Bankers Association to 
bankers. Practically every book, 
pamphlet or magazine article that 
pertains in any way to the business 
of banking may be had upon 
application to the librarian. The 
only charge for this service is the 
payment of postage one way on the 
material borrowed. Addresses of 
prominent bankers on topics of 
importance and collected sets of 
material on such subjects as new 
business, advertising, credit, etc., 
may be had upon application. 

In banking, as in many other 
lines of business, the usefulness of 
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the trade paper is seldom given the 
attention it warrants. These jour- 
nals acquaint the business man and 
banker with all new methods and 
show how other men have overcome 
obstacles, the same obstacles, per- 
haps, that are balking their readers 
at the time of publication. 

The field of business literature 
has been virtually flooded of late 
with meritorious volumes. A small 
library cannot hope to contain all 
of the good books, but it is possible 
to maintain at a very reasonable 
cost enough good books to enable 
the young bank clerk to learn the 
principles of his chosen profession. 

Below is appended a list of books 


that would give a_ substantial 
foundation for a library. Most of 


the volumes named have. been 
recommended by practical bankers. 

“Elementary Banking,’ by O. 
Howard Wolfe; “Elements of For- 
eign Exchange,’ by _ Franklin 
Escher; “Work of Wall Street,’ by 
S. S. Pratt; “The Federal Reserve 
System,” by H. P. Willis; “Wealth 
of Nations,” by Adam Smith; 
‘Purchasing Power of Money,” by 
Irving Fisher; “Corporation 
Finance,’ by E. S. Meade; ‘’Prin- 
ciples of Money and Banking,” by 
Charles Arthur Conant; “Money 
and the Mechanism of Exchange,” 
by W. S. Jeavons; “Lombard 
Street,’ by Walter Bagehot; 
“Political Economy,” by J. S. Mill; 
“Principles of Economics,” by 
Frank William Taussig; “Chapters 
on Banking,” by Charles Franklin 
Dunbar; “Modern Banking Meth- 
ods, by G. O. Bordwell; **Corpora- 
tions and the State,’ by Theodore 
E. Burton; “Rural Credits,” by 
Myron Herrick; “A History of 
Commerce,” by Clive Hart Dey; 
“Public Finance,” by C. F. Bast- 
able; “Elementary Principles of 


Economics, by Irving Fisher; 
“Commercial Law’ (Burdick) 


and “The Modern Bank, ’ by Amos 
Kidder Fiske. Other helpful vol- 
umes are the text books of the 
American Institute of Banking— 
“Negotiable Instruments,” ““Con- 
tracts,’ “Bailments’ and “Banks 
and Banking.” 























The Problem of Bank Building 


Pitfalls To Avoid and Ideals To Seek 
In Making Your Architecture ‘‘Efficient” 


HE building and equipping of a 

bank is an important event—so 
important that the bank's very 
future sometimes depends upon the 
thoroughness with which the job is 
done. As such, it demands a great 
deal of careful preliminary consid- 
eration and the more intelligent 
study given it in the beginning, the 
better the prospects for a favorable 
result. 

Many of the pitfalls in bank 
design and construction may be 
avoided by the employment of 
tried and experienced architects 
and builders, and it is well to bear 
in mind that the business of build- 
ing has become as highly spe- 
cialized as the field of medicine, law 
and other professions. This spe- 
cialization is a logical product of 
progress because it stands to reason 
that the building of hotels, hospi- 
tals, office buildings, warehouses, 
or residences requires builders par- 
ticularly qualified by reason of 
research and experience in each of 
these lines. The building, design- 
ing and equipping of banks has also 
found its way into a special channel 
because it is rather more technical 
than almost any other class of 
construction. 

The first question taken up by 
the bank that proposes to build is, 




















no daylight 


enn oy moe 
Practically no windows 


By L. M. BROHAMMER 


President St. Louis Bank Equipment and Fixture 
Company, St. Louis, Mo, 


of course, whether it is more advis- 
able to erect an exclusive bank 
building or to erect a combination 
bank and office building. This 
is naturally a matter of investment 
and income, based on the value of 
the ground on which the building 
is to be erected and the probable 
income that can be derived from 
the office space. 

For the purpose of discussion, 
I will apply the bulk of my com- 
ments to the individual type of 
bank building, this being the most 
in favor in recent years. What, 
then, are the essential elements to 
consider in planning a bank build- 
ing? I believe a plan with special 
consideration for future growth, 
providing for at least 50 per cent 
additional space, should be the 
prime consideration. Strange as 
it may seem, this idea of additional 
space is usually not considered 
at all—either first or last. It has 
caused many institutions to pay 
liberally—even extravagantly— for 
ground adjoining their building 
that need not have been purchased 
at all if their buildings had been 
designed and planned for addi- 
tional stories. 

A newspaper in St. Louis recent- 
ly erected an eight-story building 
with a foundation that will carry 
fourteen additional stories. The 
owners need never worry about 
being “held up” for more ground 
area in the future. They will 
never need it. 

The location of the bank is 
important. Banks are, as a rule, 
helpful to a retail neighborhood, 
but a retail neighborhood may be 
helpful to a bank. This is especially 
true of those institutions having 
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safe deposit and savings depart- 
ments which can derive profit from 
the patrons of retail stores. Close 
proximity to office buildings is, of 
course, desirable. The combined 
bank-office building has demon- 
strated this advantage. 

Without going into minute de- 
tails, | will dwell on some of the 
more important points that should 
be considered in the planning of 
bank buildings and the equipment 
to be installed. 

The matter of light is of vital 
importance both from the stand- 
point of the men who spend eight 
hours a day or more working in the 
institution and from the standpoint 
of the bank’s patrons. The most 
common mistake made by the 
architect is in setting large pillars 
and heavy walls with windows in 
heavy frames and glass of insuffi- 
cient size to admit good light. In 
other words, no matter how desir- 
able the corner selected may be, the 
plan is often such as to keep out 
the natural light. The color scheme 
of walls, floors and ceilings is, of 
course, a factor in reflecting light. 
And very frequently no thought is 
given to this point either. 

Correct lighting yields profits, 
and natural light, which is the best, 
costs nothing. Every possible effort 
should be made to use it. It is a 
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good idea to estimate the natural 
lighting just as though no artificial 
light whatever is to be used. This 
will often result in giving nearly 
100 per cent efficient natural light. 
Bank employees require strong light 
on their desks, for errors in reading 
figures or examining papers due to 
dim or glaring illumination may 
prove extremely expensive. Uni- 
form light is essential for eye 
comfort because a constant moving 
of the eyes from dark to light spots 
causes the muscles to relax and 
contract quickly, thus producing 
eye fatigue. 

Artificial lighting is an engineer- 
ing problem, the basis 
for the correct solution 
of which is the construc- 
tion of the interior and 
the arrangement of bank 
fixtures. The location of 
a building, character of 
outer wall construction 
and the possibility of 
throwing lighting from 
surrounding buildings, all 
determine the advisability 
of flood-lighting the 
exterior. 

Proper provision should 
be made in rooms where 
clerical work is to be done, 
so that adding machines 
and other office equipment 
that is motor-driven shall have ad- 
equate electrical connections. One 
often sees bank rooms in which 
wires are strung in every direction 
so that they resemble nothing so 
much as a cobweb tangle. 

The tellers’) windows should be 
provided with opaque glass or 
marble panels on each side of the 
wicket in order to prevent one 
depositor standing in the rear of 
another from seeing the entries 
made in the other's pass book. 
While this is not an important 
item, it is one that demonstrates 
the bank's consideration of that 
element of confidence and privacy 
that the bank is supposed to 
supply. Cupboards and filing cases 
under counters in cases should all 
be built on the unit plan,—that is, 
interchangeable. This facilitates 








moving contents from one cage to 
another and the addition of extra 
sections as required. Incidentally, 
it will save much in time, money 
and annoyance when changes are 
necessary. 

A single revolving mechanism 
can be used to make one telephone 
accessible to three points; usually 
one telephone serves two cages and 
a corridor without giving acess to 
either cage at any time. This 
same device is used for signature 
cards when it is necessary that 
they be referred toby a paying teller, 
receiving teller and bookkeeper. 

The proper location and econom- 





How the “‘turn-table”™ saves time and labor 


ical construction of vaults, tellers’ 
cages, modern filing systems and 
all the mechanical devices and 
appliances for the rapid and eco- 
nomic conduct of the bank’s work 
requires constant study, as vir- 
tually every institution's require- 
ments and conditions are different. 
Location of stairways and elevators 
is important. 

There are both state and municzi- 
pal laws relative to drinking cups. 
Eight out of ten banks are violating 
the law by using the old-fashioned 
water cooler with a “community 
cup. Everybody from the negro 
porter to a teamster who may drop 
in uses the cup. In the newer fac- 
tory buildings and in public build- 
ings generally, sanitary drinking 
fountains are installed, supplied 
with cooled water piped from a 
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common reservoir. This is far 
superior in every way to the old- 
fashioned method. It must be 
planned, however, when the build- 
ing is constructed, otherwise, the 
cost will be great and you have the 
annoyance of tearing up floors. 

If a bank wants to learn whether 
window display is of any value, let 
it offer to sell its window space to 
any local merchant. It will readily 
find a market for this space and at 
a price that will amaze it. If it is 
worth money to the merchant, it is 
worth money to the banker. Why 
then do they not use it? 

A lawsuit generally impresses a 
bank with the need for 
the proper care of old 
records. Until this oc- 
curs, however, most banks 
put their old records in 
any cubby-hole that may 
be available. It is a 
simple matter to plan a 
fireproof storage room in 
the basement with steel 
shelving to care for old 
records for an indefinite 
period. Many state laws 
provide the period of time 
that old records must be 
kept. A little figuring will 
readily determine the 
amount of storage space 
needed. 

Every detail of the building and 
interior should be approved by the 
owners before a brick is laid; the 
kind of material selected, and the 
cost determined. The commercial 
value and cost of construction are 
not necessarily one and the same 
thing. A building that is well 
planned, well built, of attractive 
appearance and favorably located 
acquires a capital value greatly in 
excess of its cost of construction. 
Constantly changing the plan of a 
banking room in a newly erected 
building is all too frequent. Such 
conditions are due to dealing with 
the inexperienced architect and 
builder. A suit of clothes that 
requires three or four alterations 
is not usually satisfactory—nor is 
the bank building that needs alter- 
ation after completion is presumed. 











What's What in Bank Advertising 


A Monthly Department Devoted to 
Comment, Suggestion and Criticism 
N the introduction to his took 


Making Type Work, Benjamin 
Sherbow says: “Advertising print 


By T. D. MACGREGOR 


Vice-President, Edwin Bird Wilson, Inc. 
14 Wall Street. New York 


re-arrangementoftype. I hopethat 
nobody will be offended but that 
perhaps some good may result from 





to do its job must: 

1. Command attention. 
“2. Get itself read. 

‘3. Get itself understood. 
“4. Get itself acted upon.” 

The “‘copy, or subject 
matter, of the heading and 
body of the advertisement 
have a great deal to do 
with accomplishing the 
desired results, especially 
the fourth one. But the 
type or mechanical part 
of the advertisement must 
act well its part before 
the other factors can be- 
come effective. 

So, in order that your 
advertisement may have 
the requisite directness, 
force and clearness, you 
yourself or the person who 
handles your advertising 
should have in mind the 
primary rules of composi- 
tion, involving principles 
of proportion, symmetry 
and perspective. 

Perhaps suitability is 
the first thing to be con- 
sidered in the selection of 
proper type and in its ar- 
rangement. As Poor Rich- 
ard said, “What's proper 
is becoming; see the black- 
smith in his white silk 
apron. 

To give an ocular dem- 
onstration of what I mean 
by suitable typography 
and to show how a poorly 
set up ad. may be im- 
proved I have taken the 
liberty of choosing at 
random a few bank adver- 
tisements and have en- 
deavored to improve 
them, largely by 
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pee out directors’ and officers’ names this once, using Roman type to 
match the classical borders and giving the heading a chance to get its 
message across has helped this advertisement of a fine old bank 








ON'T HIDE YOUR 
MONEY AT HOME. 
qIF EVERYBODY 
DID THAT BUSINESS 
WOULD BE AS DEAD AS 
IF EVERYBODY STOPPED 
WORK QLETYOUR 
MONEY WORK FOR YOU 








OVER IN A SAVINGS ACCOUNT 
$70,000,000 AT THIS BANK. 
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Don’t hide your money at home 
F everybody did, it would kill business 
as surely as if everybody stopped work. 

Let your money work for you in a savings 


account at this bank of $70,000,000 re- 
sources. 





THE PEOPLES 
STATE BANK 


EMBER FEDERAL RESERVE BANK 


BRANCHES 

















This was not a bad ad. to start with, but eliminating some of the printer's 
furniture, putting a head on the ad. and giving it an ‘‘optical 
center’ has helped it materially 





You'll Be Surprised 


How quickly a bank account grows when 
once started. Also, 
You'll Be Surprised 
How much you saye by depositing all your 
ineome and checking out for your needs. 
And Of Course 
You'll prefer the safety afforded by United 
States Government supervision of National 


Banks. 
The Easton National Bank 
The only Nations! Bank in Talbot County 
Is Entirely at Your Service. 











There Is Safety 
In Government Supervision 


The only national bank in Talbot County is 
entirely at your service and offers you the safety 
afforded’ by United States Government supervis- 
ion of national banks. 


Start an account here and make it grow by 
depositing all your income and checking out for 
your needs. You will be surprised how quickly 
this will increase your savings by making you 
more careful of expenditures. 


The only National Bank in Talbot County 


ie Easton National Bank 























‘You'll be surprised"* at the results when you are able to tell your printer 
just what you want and see that he gives it to you 





Banking Facilities for Americaus Serving Abroad | 
| 


The Farmers’ Loan and Trust Company | 
16-22 William Street, New York 
Branch Office: 479 Ful Avenue. 
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Two Special Agencies in the War Zone 


| 
| 

and | 
i 
Convenient to the United States Army Camps | 
| 


This Company offers ite services for all banking 





transactions to American officers and enlisted men serving 
tere or in France. 

The Company has been designated as Depositary of 
Public moneys both in New York and Paris by the United 
States Treasury Department 











An American Banking Service 
for Americans at the Front 


Two special agencies of The Farmers’ Loan 
and Trust Company have been established 
near the United States Army camps in 
France, and this company offers its services, 
for all banking transactions, to American 
officers and enlisted men serving either here 
ot abroad. 


The Farmers’ Loan and Trust Company 
6-22 William Street, New York 
bee each Office: 475 Fifth Ave. 


41 Boulevaré Haussmann 
United States Depositary 
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presenting herewith the 
deadly parallel illustrating 
the before and after treat- 
ment. 


OR many years, the 

United States Mort- 
gage & Trust Company, 
of New York, has issued 
a directory of trust com- 
panies and has gotten 
considerable good free 
publicity from press no- 
tices of it. This year 
unusually good results 
were obtained by sending 
out a separate press story 
for each state, featuring 
the statistics of growth of 
trust companies of that 
particular state. 


OW two different 

banks — the Chapin 
National Bank, of Spring- 
field, Mass. and the 
Guaranty Trust Company 
of New York, invited the 
public to inspect new 
quarters is shown by the 
two advertisements repro- 
duced (Fig. 1). They are 
good. 


ITH the American 

habit of making the 
best of a bad situation, 
many banks took adver- 
tising advantage of the 
Garfield fuel-less holidays. 
J. A. Price, advertising 
manager of the Peoples 
Savings & Trust Com- 
pany, of Pittsburgh, says 
that the “5-day layoff” 
ad. (Fig. 2) went to press 
on the afternoon of the 
day the 5-day shutdown 
order was announced. 
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HIS company announces the 


extension of its service through 
the establishment of an office at 
Madison Avenue and Sixtieth Street. 


You are cordially invited to inspect 
these new quarters. 











When we move into our 
new building 





CHAPIN 
NATIONAL BANK 
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(Fig 3) are the 
nearest approach 
to word-less fin- 
ancial ads. | have 
ever met up 
with. | suppose 
the advertising 
managers of 
these two insti- 
tutions were dis- 
couraged by the 
abortive peace 
talk and said, 
“What's theuse?” 
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| Guaranty Trust Company 








of New York 

140 Broadway a 
FIFTH AVE. OFFICE LONDON OFFICE 5 

‘ Lombard St, E. C 
MADISONAVE.OFFICE PARIS OFFICE 
Madison Ave & Oth Si 
Capital and Surplus 
R than 
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$600,000,000 





Featuring the bank's new building 


The ad. got some results. The Com- 
mercial Trust Company, of Spring- 


Fig. 1 


field, Mass., ran an advertisement 
headed, “Free Burglary Insur- 
ance, and reading: 


“Business houses obliged by fuel 
regulations to remain closed Mon- 
day should protect themselves by 
depositing funds on hand with us 
on Saturday evening. Open Sat- 
urday evenings 7 to 8:30.” 


‘VE heard of a. song 
words but those 
Higginson & Co., 
National Bank, of 


without 
ads. of Lee, 
and The First 
Tenafly, N. J., 





The five-day lay- 
off is not worry- 
‘ing the workman 
with a 


SAVINGS ACCOUNT 


WHY NOT START ONE? 
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Fig. 2. Fuel-less but not bank-less 


before writing 
the magic words, “Bonds and 
“Check Accounts, Savings Ac- 
counts, ’ respectively; then with a 
sigh, “There, the public can take 
it or leave it.” Short copy is all 
right, but I think this is carrying 
condensation too far. 
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Fig. 3. "Nuff said? 
EVER was there such a con- 
fusing tax report to make out 
as the Income Tax return that had 
to be made by April 1; and never 
had there been so many persons 
who had to make out tax returns. 
Banks and trust companies which 
put in a department for income 
tax inquiries and advertised it had 
their hands full. I know the vice- 
president of a large trust company 
in the East who nearly had a ner- 
vous breakdown when it was all 
over, and he had to take a vacation 
to recuperate. A good income 
tax advertisement is that of the 
Security Trust & Savings Bank, 
Los Angeles (Fig. 4). 


HAT anti-skid savings ad. of 

the Superior, Cleveland, (Fig. 5) 
is O. K. | should say. Franklin 
Hawk, the author and finisher 
thereof, writes me: 

“The annual Automobile Show 
was held in Cleveland last week 
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and | prepared a special auto win- 


dow for the Superior Savings & 
Trust Company. The enclosed 


newspaper advertisement suggests 
how the main idea was carried out. 
The Recording Banks were wired 
together and the chains of banks 
were fastened around several large 
tires borrowed from a local agency. 
Appropriate cards were displayed. 
One was similar to the copy in the 
newspaper, and another read: 

"A SAVINGS ACCOUNT is to 
the Individual as an Extra Tire is to 
the Autoist. Are you prepared for 
Income Punctures and Blow-outs 
or will you be compelled to walk 
home or be towed by someone more 
thrifty? 

‘‘As the idea is orginal (for once), 
| take pleasure in passing it along.” 


HE editor The Home Bank 
Monthly, issued from the 
head office of The Home Bank of 
Canada, writes 
“We read with interest your 
articles in The Burroughs Clearing 
House, and are sending you under 
separate cover samples of adver- 
tising done by The Home Bank of 
Canada. This bank has been using 
terse phrases in connection with 
the Thrift Campaign and the mat- 
ter is therefore more concise, and 
the advertising space is smaller 
than used by American institutions. 
The calendar for 1918 was printed 
in London, Ontario, and is designed 
for distribution among the farming 


nas semen, 


Made Out Your 
Income Tax Return? 


You have only until March 1. 
Make this duty TODAY’S duty. 


The Trust Department of the Security 
Trust & Savings Bank has established a War 
Tax Return Bureau, where help will be pro- 
vided those who need it in making out a com- 
plete and accurate — in compliance with 
the laws, decisions and 


5°) Such a service may s' —= you exemptions and o 
deductions allowed by law, which you do not realize. 
os was liberal in its allowances, but few people 

and these provisions of the laws. ‘The fees for 
iourmupae fixed at a very moderate scale. 


This Department open for business from 9 a. m. to 
5p. m. 


GURITYtrRctst 
= SAVINGS BAN K. 


OLDEST and LARGEST SAVINGS BANK 
in SOUTHERN CALIFORNIA 

Equitable Branch 

First and Spring 





Security Corner 


Fifth and Spring 


Fig. 4. On the income tax 











and rural communities. This ele- 
ment of the population in Canada 
prefers large calendars to the 
smaller novelty effects used in the 
city. We also send you a copy of 
The Home Bank Monthly which 
contains an interview on advertis- 
ing that will give you an idea of 
the conservative element we have 
to consider in mapping out news- 
paper publicity for a Canadian 
chartered bank. We hope this 
material will be at least in part as 
interesting to you as your articles 
have been to us.” 

1 am reproducing one of the 
snappy little advertisements, (Fig. 
6) and commend especially the 
strong black letter used in the sig- 
nature. The house organ is a pub- 
lication of real interest. The thrift 
sayings on the monthly sheets of 
the calendar ought to be 


/ Burroughs 


Clearing House 








prepared by K. 
Leroy Hamman, 
who says of 
them: 

‘“T am sending 
you under sepa- 
rate cover proofs 
of a series of 
advertisements, 
‘Business 
Building Se- 
ries,’ published in Oak- 
land by the Central 
National Bank. These ad- 
vertisements have received 
such wide comment that it 
was necessary to pull these 
proofs to supply the re- 
quest for copy. If you 
will note, each advertisement 
is carefully set in Caslon Old 
Style and commanded considerable 


IX 


A Financial Prescription 


Untying one business knot 


The o} nity came to two young Oakland busi- ” 
in en to the control of « promisingly Fi > 
profitable business. g- 7. 
These young men were steady: ndable. Their ? 
capertonee es such eo to balp Ghee ouba 0 coms An unusual 
of this business. 
Bot the financing of business was s knotty 
problem. They needed help—and lots of it 
With the aid of this bank and — backing of 
whclesalers, the besines grew rapidly and has today 
2 Bradstreet ranng of 4, 


series 


Ponty we can be of some service in helping you 
“busld business.” We'll be glad to we wk wah Jos at 
any ome 


Central National Bank 


10 ewer $31 200,200 
tate ano B ay Oasncawo, Cartons 
Pe ed ref omen eilig” aterm 


Three sided business 





























A business must have three well balanced sides © 
eed — 























however. Its almost like clever 
camouflage—the way good points 
in this copy are concealed. 





stamped indelibly upon 
the minds of those who 
see them every day for a 
month. 

Another good Canadian 
bank advertiser is the 
Union Bank of Canada, 
which inserted the repro- 





number of newspapers in 


500 American Factories | 


Home Bank Canapa 


have been established as branches in Canada in the er 
seven years with an 
$300, 000 each, or a total of $150,000,000. This is con- 
clusive evidence of what American manufacturers 
think of the opportunity for growth in the Dominion. 


The Union Bank of Canada has 310 branches and 
agencies throughout that country, and will furnish 
information regarding sites. labor conditions, trans- 


_ HIS year when the 

demands for food 
economy and _ increased 
production of food stuffs 
are so much greater than 
ever before, it would seem 








d average 


ig on of thrift readies for 
them 08 of ae A Xe ving espe 
a fortune. 





Whatiey 





Full compound Interest paid at highest bank rate 
0m Savings Deposite of One Dollar and upwards 


portation facilities, etc., to American firms seeking to 
locate branches or factories in Canada. 


Union Bank of Canada 
duced advertisement ina New, York. Age 


49 Wall St 


‘Throughout Canada 
HEAD OFFICE & NINE BRANCHES IN TORONTO 


to be particularly ap- 











propriate for banks in 





Head Office, Winnipeg , 
Geo. Wilson F 
Capital and Surplus, $8,500,000 — F.T. Shor AB*"*# 


Fig. 6. 








the United States in an 
effort to interest American capital. 


HE four advertisements of the 
Central National Bank, of Oak- 
land, Cal., 


(Fig. 7) are part of aseries 


A SAVINGS 
ACCOUNT 
PREVENTS 












A Recording Bank 
Makes Saving Easy 
It prevents your small change from 
slipping away. 
The Superior 
Savings and Trust Co. 


Rockefeller. Building 
Corner W. Sixth and Superior 
4% Interest on Savings—2% on Commercial 




















Fig. 5. **O. K."* describes this ad. 


attention in the newspapers where 
it was surrounded by crudely set 
black advertisements. ” 


ATELY a large number of state 
banking institutions have 
joined the Federal Reserve System. 
Upon joining the system most of 
these trust companies and state 
banking institutions have explained 
in their advertising space some of 
the reasons which impelled them to 
join, and they have taken advan- 
tage of the opportunity to point out 
some of the strong features of a 
unified banking system for the 
country in these times when there 
is such an unprecedented demand 
for the most effective use of 
financial resources. | am showing 
(Fig. 8) how a certain Fidelity 
Trust Company Bank announced 
its joining the system. [don't just 
like the arrangement of the ad., 
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Two snappy Can- 
adian ads. 


rural sections to push all 
kinds of agricultural con- 
tests, corn clubs, potato 
clubs, pig clubs, etc. This isso obvi- 
ous that it hardly needs mention, 
but seed time is upon us and whatev- 


er is done ought to be done quickly. 
Z| Ss 


Fidelity COMPANY Bank 
We take pleasure in announcing our voluntary 
application and admission as a member of the 





Federal Reserve System 
of the United States 


This will enable us to furnish added facilities and 
provide increased safeguards and protection to our 
customers. At the same time we are performing our 
patriotic duty in thus aiding the government by 
joining this great banking system formed for the 
protection of the people and the development of the 
conntry's resources, 






COMPARATIVE GROWTH OF 
OUR DEPOSITS 


January 1, 1915—$3,587,841 
January 1, 1916—$3,951,452 
January 1, 1917—$4,663,310 
. isso, January 1, 1918—$5,995,536 











Fig. 8. Poor arrangement 
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Clearing House 


HAT Every Foresighted 
Business Man Should Know 
is the title of a complete question- 


naire in booklet form, giving in- 
formation concerning the trust 


functions and banking services of 
the Columbia Trust Company, one 
of the pioneers in modern financial 
advertising in the metropolis. 


WO good New England finan- 

cial institutions which recently 
inaugurated special campaigns of 
newspaper advertising are the Bos- 
ton Safe Deposit & Trust Company 
and the Chapin National Bank, of 
Springfield, Mass. Specimens of 
their strong new copy are shown 
(Fig. 9). 

RESENT conditions are such 

that conservative and patri- 
otic bankers frown upon any new 
enterprise or expansion not having 
to do with the winning of the war. 
Therefore, it would seem to be ad- 
visable in bank advertising just 
now to encourage depositors to 
build up their bank balance and 
credit at the bank against the 
coming of peace and the future 
opportunities for business expan- 
sion which are sure to come. So 
many banks are now pushing the 
trade ac- 
ceptance 
idea that 
the move- 
ment 














ought 
soon to 
acquire a 
momen- 
tum which 
will enable 


| 

| Why men 

| who have no children 
should make wills 


You have always thought that the law would 
give all your property to yeur wife, if you have 
no children—have you not. 


Under the Massachusetts law, only one-half of 

your property, roughly speaking. goes to your 

wife, if you have no children. The rest goes to 

your nearest relative—who for instance may be 

a little-known or little-liked cousin. 

By having your attorney draw your will you can 
| make sure that your wife will receive what you 
| wish—not what the law would give her. 


BOSTON SAFE DEPOSIT 
& TRUST COMPANY 


| 100 Franklin, at Arch and Devonshire Streets 




















Let us get 
better acquainted this year 


Hom tere eng cho we hate tase covving a punyined 

ing matters, we feel the need of a broader 
hoe "Saces scpeionsicn wath our customers and the bus- 
Pe co lly 


short tine we shal be located in our Soe mew buslding 


Fig. 9. Two 
good New 
England 
nstitutions 
launch ad- 
vertising 





Come 1 d 
co-operate inchs con yom 5 just beginnang 


campaigns 


CHAPIN 


NATIONAL BANK 


Mane ano Lrwaw Sragers—sean tae Anco 
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Stretching Capital | 


1) 

The “Trade Acceptance’—the method by which the i 
business man uses his bank to make hie money go farther || 
and keep his business moving briskly—in just one of the 
helpful services at your disposal here. 


| By this method your open book accounts are made 
negotiable. There are no weaits—no long, intricate 
| financial processes to be perfected before the money is 
i | available A thirty-, sixty- or ninety-day draft is practi- 
| || cally as good as cash, so far as being immediately ready | 
|| for the demands of business 
| The officers of the Nationel Bank of Commerce would 
1 like to explain to you how “Trade Acceptances” will ald 
you in the conduct of your business. | 
OFFICERS \ 
MANSON F. BACKUS, President i | 
| JOSEPH A. SWALWELL, FRANK A. LUCE, 
Vice President Vice President | 
\ RORERT S. WALKER, Cashier | 


EUGENE W. BROWNELL, RICHARD P. CALLAHAN, 
H | Assistant Cashier Assistant Cashier 


| 
| 
LA PAYETTE KELLOGG, 
Assistant Cashier 
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Fig. 10. An effective message 


it to carry everything before it and 
bring out the quite general substi- 
tution of the trade acceptance for 
the open book account system, so 
wasteful of capital that might 
otherwise be used much more effec- 
tively. A recent statement of the 
Federal Reserve Board showed an 
increase in one week of over 
$16,000,000 in acceptances held 
by member 

banks. 
“Stretching 4 
Capital” adver- 
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(Fig. 11) There were eight in the 
latter series andthey were re-printed 
and given out by the bank as 
“Souvenirs of Old Minneapolis.’ 


bie; Bankers Trust Company, 
of New York, has been a pio- 
neer in good many financial adver- 
tising ideas. Two of its latest are 
worthy of special mention. On 
Sunday, January 27 last, the com- 
pany inserted a good-sized adver- 
tisement of its trust department in 
the New York Sunday newspapers. 
It was prefaced with this note: 
“The Sunday newspaper seems 
to be a peculiarly appropriate 
medium for conveying this message 
to busy men and women. Free 
from the business cares of the week, 
in your own home circle, you now 
have the mental leisure and oppor- 
tunity to consider a matter of vital 
interest to you and your heirs.” 
The text of the advertisement 
had to do with making a will, and 
referred to a booklet entitled “The 
First Step, which contains ques- 
tions and blanks for the data to 
give to an attorney to enable him 
to draw up a will. This has the 
same psychological value as a cou- 
pon in an advertisement, making it 
easy for the reader to take the 
action suggested. The advertise- 
ment pulled a large number of 
inquiries for the new _ business 
department to work on. 
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That “Difference’=How to Find It 


A Scientific Method of Checking, Which 
Will Cut Overtime for the Bank Clerk 


ARE indeed is the bank em- 
ployee who has not had the 
misfortune of working at night all 
too often, laboriously checking out 
an obstinate difference. Every 
head of a department in any large- 
sized bank can testify with sorrow 
to the many times he has had to 
stay, with his co-workers, and try 
for hours some times, to “prove.” 
The time-honored story about the 
bank clerk searching all night for a 
lost cent does not come far from 
being the truth in the case of the 
employees of some banks, who are 
compelled to attain the theoretical 
proof, this being merely a proof to 
the penny—every item being cor- 
rectly accounted for. 

In these days when a single city 
bank handles tens of thousands of 
checks in the course of its day's 
work, a perfect proof is no simple 
attainment. In many banks, as 
for instance, those in New York, 
all items received through the 
morning mails up to 9:30 o'clock, 
drawn on Clearing House banks, 
are listed and sent to the Clearing 
House in exactly one-half hour. In 
this short time it is well nigh im- 
possible to locate every difference, 
and the unfortunate tellers in 
charge of the morning’s exchanges 
must rely on the telephone or 
““check-off’’ system to locate the 
errors. In experience, the tele- 
phone usually brings in the “overs” 
but not the ‘shorts,’ due, no doubt, 
to the psychological peculiarity 
sometimes stated: ‘Everyone likes 
to get away with something at the 
other fellow’s expense, but will not 
stand for anyone getting away with 
anything at his own expense.’ 

The introduction of machines 
has alone made possible the effi- 
cient handling of the sea of hundreds 
of thousands of checks which daily 
ebb and flow through the nation’s 


By F. E. TYNG, Jr. 


Mechanics and Metals National Bank, 
New York City 


banks. Even mechanical perfec- 
tion, however, does not affect the 
alarming number of errors in listing 
which are chargeable to human 
fallibility, but to those who know 
how, it is known that the same 
machine on which the listing clerk 
made an error can be made to find 
it—and this in nine cases out of ten 
quickly and accurately. It is the 
purpose of this article to describe 
briefly just how this mechanical 
‘stunt’ may be performed. _Inci- 
dentally it may be the means of 
causing more clerks who are as yet 
ignorant of any other than one 
method of finding a difference to 
cut short some night work. 

In practically every bank where 
there are a sufficiently large num- 
ber of checks handled to give risk 
to occasional discrepancies, the 
checks are listed at least twice—once 
on the bank’s own machine listing 
and once on the customer's letter 
or deposit ticket. Where there 
are but few checks, any difference 
existing between the two slips may 
be quickly checked by hand, but 
where, as in most large banks, 
checks are sorted before proof and 
many deposits combined into one 
“block,” the difference is one of 
another color, and by the old 
fashioned “‘check off’’ system, one 
may consume hours in locating it. 
The footing of all tickets not listed 
by machine should be first vised. 
A machine footing may be prac- 
tically left as a last resort as a 
machine which suddenly goes so 
far out of order as to ‘throw’ a 
difference is rare indeed. Proce- 
dure is as follows: 

All deposit tickets having been 
footed, the difference must be in 
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the listing. Take the machine 
listing of the checks and from it 
re-list all items having the same 
denomination as the figure repre- 
sented as the difference; that is to 
say, if the difference is $10.00, list 
all items such as $10.00, $510.00, 
$16.00, $12.50, etc., having 1 in 
the tens of dollars. Repeat this 
operation with the credit side of 
deposit tickets. The two machine 
footings should prove or reveal the 
difference. Thus, if a $5.00 check 
has been listed $15.00 on a letter 
or deposit ticket, the two slips will 
show a discrepancy of $15.00, for 
the check will not be listed at all 
on the debit side. If a $10 check 
has been listed $20 on either side, 
the discrepency will be $20. Thus, 
the “ones” in the tens of dollars 
prove the “twos” automatically. 
If the two listings prove, it is 
necessary to re-list all items having 
an odd number in the tens of dol- 
lars. Prove next the “threes,” 
“fives, “sevens, or “‘nines."’ The 
odds always prove the “evens,” 
thus the threes prove the fours and 
the fives the sixes, etc. If you 
have an ‘even’’ difference such as 
$20.00, begin with the “twos” in 
the tens of dollars and list all even 
numbers successively. The “evens” 
will prove the “‘odds.”’ 

This perhaps is a little hard to 
comprehend and is a thing more 
easily done than explained. For 
instance, assume you have a differ- 
ence of $10. You list on debit and 
credit sides all items having ten in 
the tens of dollars. Ifonthe debit 
side there is an item for, say, $1,027 
which has been listed $1,017 on the 
credit side, your lists will differ by 
$1,017, for the item $1,017 will 
appear on the credit list and since 
it does not contain “‘one’”’ in the 
tens of dollars, it will be absent 
from the debit list. Thus the 
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“ones will prove the “twos.” Any items having 
“ane in tens of dollars listed two on one side will 
be indicated by its absence from one side of the proof. 

Take another cese. You are looking for a $30 
difference. You list the “threes” and proof of them 
proves the “‘sixes.” You then list the ‘‘ones.” 
they prove it will preclude the possibility of finding 
that a “one” has been listed “four.” Now, the “fours” 
prove. List the next odd number above “four.” It 
is ‘five. Proof of the “fives” will thus prove 
the “eights” and incidentally the “twos.” If the 
difference is not located here there remains but two 
more places to Iccate it. The ‘nines’ will prove the 
“sixes again. Now there is but one chance left. 
Prove the ‘sevens’ and remove the chance of a 
‘seven’ being listed “four.” Former proof of ‘fours’ 
by “ones” does not indicate whether some higher 
number has been listed ‘four.’ Ditto “sixes,” etc. 
Of course, there are a few very obstinate cases where 
it may be necessary to prove odds with odds, as for 
example, a $2 difference may be ‘three’ listed as 
“five or “seven” as “nine. Experience will show 
the most likely unit on which to begin checking. 

So far, so good. If there is a difference of $400 
to be located, proceed as above with the ‘‘fours” in 
the hundreds of dollars. If the difference be ten cents, 
relist all items having one in the tens of pennies. 
If the difference be $3,165.93, or something like it, 


If 





proceed as above with the “threes” in the thousands 
of dollars and 90 per cent of it will probably he 
located in ten minutes as a transposition; which will 


greatly simplify matters. 

This system works equally well in every case 
where respective debit and credit figures may be 
listed by adding machine. Inter-departmental, as 


well as the most obstinate receiving, mail tellers or 
Clearing House Exchange differences may be cleared 
up inthis way. The method is as absolutely infallible 
as is mechanically possible. Unlike the oral calling 
off and checking the items, there is no danger of 
checking the wrong one. 

There is another form of difference 
banks are familiar, namely one arising 
posed figures. Transpositions, however, 
the majority of errors made in banks. It is a queer 
fact, and one which is probably universal that a 
difference caused by a transposition is exactly divisible 
by nine. Transposed figures cause most obstinate 
differences and ordinary rules for their location do 
not apply. Many bankmen guess at them and check 
accordingly. For instance, a difference of $27 prob- 
ably is between $3 and $30. List $30's accordingly. 
A discrepancy of $4,950 immediately suggests $50 
and $5,000 transposed. 

To the newcomer 
alert, 


with which 
from trans- 
do not form 


in a bank, 
keen minded type of teller 


the sharp-witted, 
appears to be a 




















been incorporated in the 
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LOOSE -LEAF-DEVICES” “AND ‘ 
4 \AACCOUNTING -SYSTEMS L& 
“ONCE SOLD ALWAYS SERVED” 


HE first loose leaf device that adequately and accurately 

; filled each and every requirement of the bookkeeping ma- 
chine was the Kalamazoo Style C System.” This system 

was not created on the instant, but represents the thought and 
study of some of the brightest minds in the accounting world. 
Every conceivable way of speeding up posting operations has 
Kalamazoo 
which is scientifically and mechanically correct. 


A line from you will bring bring the proof. 


KALAMAZOO LOOSE LEAF BINDER COMPANY 


Service Sales Offices Everywhere 











“Style C System,” 


MICHIGAN 
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YOUR BANK NEEDS DISTINCTIVE ; 
CHIPPED GOLD 


SIGN TABLETS Mage 


ace 
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cIRS; 


Signs that will identify your institution in a NATIONAL 
pleasing and impressive manner. That are easy 
to read, do not tarnish and require no polishing. 
Thousands of Banks are using our Chipped 
Gold Signs and every one will testify to their 
superiority in elegance, character and legibil lity. 


Our Book ‘‘Bank Signs’’ Sent Free | 
RAWSON & EVANS CO. 


Washington and Union Sts., Chicago 

















mathematical wizard. Long experience and real inter- 
est in figures teach the latter many interesting tricks. 
Recently a new man in a city bank, who had just 
been taught this method of error hunting, stayed an 
hour later one afternoon with a young man of the 
type above described to locate a difference of $18. 
Said the new man, anxious to show his knowledge: 
“A transposition of $2 and $20." “Maybe; list 
$20's.' The twenties proved. ‘‘Guess it isn't a 
transposition of $2 after all.” “It’s a transposition 
all right, said the young teller. “Add 11 to that $2. 
What do you get?” ‘‘$130fcourse.” ‘Very well, $13 
and $31 transposed will make a difference of $18. 
List 30's. The thirties proved. “Add 11 to 13” said 
the imperturable teller. ‘“‘You get $24; 24 and 42 will 
make it, but hold: the twenties proved the forties, 
so it can't be there. Add eleven again, and try the 
thirties for thirty-five and fifty-three transposed.” 
The difference was finally located as a transposed 60 
and 46. This, however, for a hypothetical difference 
has been unusually prolonged. 

In the “grand rush” before clearings in some of the 
big financial centers, racks containing 10,000 checks 
apiece are hastily “proved” and often sent through 
the exchanges with differences among them. Later 
in the day one man often finds in an hour a differ- 
ence which, by the old checking off system, would 
have consumed three or four hours of the time of 
ten men. 

Bank men adopting this method, which is in suc- 
cessful practice in several banks, will have little to 
worry about as regards differences, their work will be 
easier, their night work reduced, their bank will gain 
in efficiency, and allowing an occasional “rotten” one 
may be experienced, it will take not longer than half 
the time to find it as would be consumed by labor- 
iously “checking off.’ 

The great value attaching to this system, as can be 
readily seen, is the fact that any difference may be 
accurately and quickly located and need consume the 
time of but one clerk instead of ten. This adds value 
in these days of labor shortage. In this system it is 
rarely necessary to list more than one or two odds 
or evens as the case may be to locate a difference. 
Of course, experience in listing and familiarity with 
the method shortens the time required. 
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The Ledger Paper 
Your Business Needs 


A ledger paper may be a perfectly good sheet 
and still be entirely unsuited to the exacting 
requirements of achine Bookkeeping. The or- 
dinary ledger paper, in fact, is quite inadequate 
for this particular class of work. 

After careful study, and thorough experimenting 


with the needs of Machine Bookkeeping 


Typocount 


Linen Ledger Paper 


was produced. TypocounT is much go 
fibered and tougher than the ordinary ledger 
paper. It can be jerked in and out of the ma- 
chine, handled, vertically filed—and still retain 
its crispness ond smooth finish. It does not 
crack, tear or crease. 


Another — point in favor of TyPoOcouUNT is 
its soft, buff color, which is restful to the eyes 
and conceals the soil of long use. 


The price of Typocount is very moderate, placing 
it quite within the reach of the average office. 


Send for sample sheets 
for actual machine test 


Byron Weston Company 
‘‘The Paper Valley of the Berkshires’’ 
Dalton, Massachusetts 
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SERVICE K 


Think a Moment— 


HAT would it be worth to Your Bank to 

have your own advertising department un- 
der the direction of one of “the best known 
authorities on bank advertising, with twelve 
selected specialists as assistants? _ 





Such a department would be actually worth several 
thousand dollars a year, would it not? 


You can have your own Advertising Department— 
with the above stated qualific ations — if you 
employ the CRADDICK SERVICE organization 
which now acts as the advertising departme nt for 
400 banks in thirty states. 

If interested, your request will bring the plan, the method, 
a cost estimate and complete information. Address: 


H. B. CRADDICK 
Advertising Manager for 400 Banks 
1003-6 1st Nat’l Soo-Bldg. | 
Minneapolis, Minn. | 
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| Your Sten 


ur enageaeyt Can Do More — 


if you can give her 
greater working com- 
fort andconvenience. 
Put her typewriter on 
a separate stand, 
easily adjusted to the most 
convenient height and 

position—enable her to 

forget the machine and 
think only of the work she 
is doing on it—she is bound 
to give y ou more and better service. 


SATELLITE 


Typewriter Stand 


leaves desks clear for other work 

puts typewriter at your elbow when 
wanted — out of the way when not in 
use. Large, noiseless castors enable | 
you to move typewriters freely about 
the office, increasing use of each 
machine 10%. No loosening of 
joints through vibration— metal con- 
struction makes the Satellite ever- 
lasting. 


USE 30 DAYS FREE 
Test in your office at our expense. 
Send no money simply write on 
your letterhead, specifying which 
style you want. The Satellite will 
have to prove its own worth to you 
or we will pay return charges. 

Write today. 


ADJUSTABLE TABLE COMPANY 


56 MT. VERNON ST., GRAND RAPIDS, MICHIGAN 










Made in 2 
sizes: 

No. 2 X as 
shown - $15. 
No. 2 
with sliding 
baseboard— 
23. 
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When You Meet Your Mailing List 


(Continued from page 11) 


the making of investments and so on and useful as 
well in following the progress of children, all of 
whom are listed on the card with the idea of making 
them prospects of the future. Moreover, it supplies 
the personal touch which enables us to maintain 
closer relations with our customers. The notation 
of the age on the card supplies us with a sort of 
process of elimination, likewise, for when a card tells 
us at a glance that its subject is seventy years of age, 
it tells us instantly that in all probability he is not as 
good a prospect as the man, age 30, who appears on 
the next card. 

Under the heading of “credit good, we note in 
pencil the amount of the credit line which is not to 
be exceeded. Afterward the amount can be expanded 
or contracted by erasure of the penciled figures. 

When making a visit to a neighborhood, one has 
only to slip into his pocket the cards for that neighbor- 
hood and list thereon whatever information may come 
his way. One of the difficulties is the obtaining of 
wives and children’s names. They are to be found in 
some county atlases and in school district clerks’ 
records of school ages from four to twenty years, taken 
annually in order to draw state money. Teachers, 
parents or neighbors furnish other sources of infor- 
mation. Given the age when the card is made out 
(the date invariably being written in), the banker may 
always have before him the present age of the pros- 
pect and his family with the aid of mental addition 
of the intervening years since the card was filed. 

The brief rating questions of “prompt pay,’ ““honest”’ 
and ‘‘good reputation” can be speedily checked ““V"’ 
for “good” “X"' for “not good” after a talk with 
any merchant in the neighborhood. He is usually com- 
petent also to give off-hand the ratings in other 
neighborhoods surrounding his place of business. His 
figures and opinions will cover the principal facts 
required by the banker. 

When customers or visitors come into the bank, one 
of our officers, seated within easy access of the lobby, 
steps out and greets them. He entertains the farmer 
or caller by taking him behind the scenes and show- 
ing him our mechanical appliances, the money 
vault, customers vault, book vault and equipment, 
as well as the coupon and telephone booths, reading- 
room, special ladies’ room, men’s smoking room, free 
committee rooms, etc., maintained for the conve- 
nience of the public. 

Visitors’ names are alphabetically listed in a small 
indexed book. Thus we have a record of all visitors 
who have inspected the building and we devise other 
means of entertainment when they call again. This 
attention pleases the visitors and creates good will 
that is not to be estimated in dollars and cents. 











Putting War Industries ‘‘Over the Top’’ 
(Continued from page 6) 

issues of the Aldrich-Vreeland law. The board and 
the secretary may encourage or discourage operations 
calculated to swell the volume of currency by adjust- 
ment of the interest rates. If notes are to be issued 
at all, it is necessary that this power to regulate rest 
somewhere and it will increase confidence to have it 
rest in the Federal Reserve Board. But the student 
of banking problems, including those connected with 
war financing, will stand aghast at the possibility, 
however strongly restricted, of having the resources 
of the Federal Reserve banks subject to further dilu- 
tion by the admixture of a great mass of paper secured 
by collateral of such a nature. 

The commercial banks which have and exercise the 
privilege of rediscount have given to the reserve 
banks millions of gold as a reserve against their 
operations. ‘These resources of gold, held as a pro- 
tection for operations in commercial credit, are 
already subject to dilution as the result of making the 
notes and bonds of the United States acceptable col- 
lateral for notes rediscounted at the reserve banks. 
The rate at which the danger mark for gold reserves 
is being approached might be calculated with some 
nicety under these conditions and the situation may 
be accepted with calmness because of the necessity 
engendered by war. Under these circumstances the 
great problem has become not what is the percentage 
of gold to liabilities of the reserve banks, but how 
long will the war last. Now it is proposed to open 
the door to the entrance of securities against which 
notes may be issued—securities arising from capital 
investments of a permanent nature. The concerns 
which would benefit and the corporation through 
which the operation would be carried on contribute 
nothing to strengthen the gold resources of the reserve 
banks. The situation in this respect is one which 
may well give the country concern unless some 
means is found of adding largely to the gold hold- 
ings of the Federal Reserve banks. 


OME banks around April 1, July 1, etc., advertise 
to collect coupons free of charge. Banks also are 
offering to cash the pay checks of railroad men, 
city employees, etc., free, no matter upon what bank 
the check is drawn, the idea of course being to get 
people in the habit of coming into the bank. 


ANKS which have conducted Liberty Loan clubs 
frequently have reached out beyond their own 
immediate community and have established clubs 
in smaller places which have no banking facilities. 
This is done from patriotic motives, of course, but also 
with the idea of securing such subscribers as savings 
depositors after they have paid for their bond on the 
instalment plan. 
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ADDING MACHINE 





Increase Your Efficiency and 
Decrease Your Eye-strain 


by working under 
this Emeralite—our 
special model No. 
8734 A. M. An in- 
valuable aid to the 
operator — for accu- 
racy, speed and eye- 
comfort. Provides 
clear, even illumina- 
tion, directly over 
the machine—while 
the green shade takes 
away annoying, 
harmful glare. 
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Fits any metal stand, 
and matches finish of 
machine. 


A Wa WU Ue Ue We ue Nd WWW 









We know you need one, 
so we will send a lamp on 
approval. Write today. 





iL. _ Price complete — $12 each 


For General Business Purposes Use 


EMERALITE DESK LAMPS 


Not only essential for properly equipped office, but 
indispensable in conserving eye-sight. That is why the 
Emeralite has had such wide adoption. The shape of 
the shade spreads the light properly, while the green 
glass is restful to the eyes—nature’s principle of eye- 
/ comfort. Lasts a lifetime. Lamp shown below is No. 
1 . 8734 B., price $10 complete. Be sure the name 
~ Emeralite is on the lamp before you buy. 
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Write for booklet illustrating 30 different 


styles. You owe it to your eyes. 






The familiar green glass shade 
< that’s “kind to the eyes.” 
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H. G. McFaddin & Co. 


40 Warren Street 
New York 
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Ample Sheets 
Working Cannot 
Room Skid 
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Double the Efficiency of Your 
Posting Machine with the 


ADJUSTO TRAY-BINDER 


With the open, flat base construction, and the great capacity 
of the Adjusto Tray-Binder you get these advantages: 


Ease and speed of operation. 
Ample room for handling sheets. 
Clear vision of entries to bottom of page. 


These features, c yined with the “adjustable to any angle” 
rk feat ombined with th ljustable t y angl 
jaws or sheet supports, provide the best working facilities, 
and make for efficiency. 







Instantly adjustable 
to this position by 
turn of thumb nut 


Jaws can be set to hold 
sheets at best angle for 
posting or for reviewing 
accounts. Any desired 
position secured when Tray- 
Binder is expanded or when 
locked tizhtiy on the 





Opens 
Easily 


sheets. 





os Locks 
,U 


Pp 
Tight 


Jaws close up tightly 
in this position to 
hold sheets securely 


A few turns of the crank key 
closes and locks the Adjusto, 
making it impossible to remove 
sheets. Keeps the sheets in 
perfect condition and insures 
safety. Expanded and ready 
for posting again, “quick as a wink.” 
No extra attachments — no bothersome 
adjustments—simple and easy to operate. 








mounted ready for use on 


Wheel Truck Stand 


Easily moved to any position on 
floor or in and out of the vault. 
Steel drawer case for convenient 
filing of surplus and filled account 
sheets. A complete, practical and 
convenient outfit for use with the 


Burroughs Posting Machine. Suc- 
cessfully used for both ledger accounts and 
statements, and endorsed by bankers because 
of the advantages it affords. 


Adjusto Tray-Binder 


Write for particulars 


LeF ebure Ledger Company 


Specialists in 
Posting Machine Systems 


CEDAR RAPIDS, IOWA 





Canada Branch 


Canadian Bankers will be interested 
in knowing that this equipment can 
now be secured in Canada through 


BUSINESS SYSTEMS LIMITED 
46-52 Spadina Avenue 
TORONTO, ONT. 





Complete 
» Outfit 
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To Readers of This Column: 


For several months | have been trying to get the 
editors of this magazine to send someone—preferably 
me—to Europe so | could write poems about bankers 
and banking over there where all this war is going on. 
But the editors wouldn't listen. 

You know how editors are. 


3 


And it might as well be stated that these same 
editors don't think much of poets in general and me in 
particular. [The big boss says poets are unnecessary 
evils. 

You know how editors are. 


Ke 


But I have found a fellow who is going to train me, 
buy my clothes, meals, pay all my expenses, send me 
to Europe, and pay me a salary in addition. Now 
that I'm going over and it isn't going to cost the maga- 
zine a cent, the editors are strong for the idea of my 
writing some dope for them. 

You know how editors are. 


Ke 


So while | am away someone else will get out this 
column and whoever gets the assignment will have all 
the fun of trying to make words rhyme and pounding 
out stuff about the banking profession. I'm through. 
The thing | want to do now is thank you for reading 
my column and writing me nice letters about it. While 
I am away and when | get back I| will try and write 
some stuff based on the trip. The editors will be glad 
to publish it, because, you see, they will be getting it 
without having to pay for it. 

You know how editors are. 


Te) 


Therefore, since | am going away, | say good-by to 
all Burroughs Clearing House readers and wish you 
all the luck in the world. Yours sincerely, 


[Sit Mita Wainy 


P.S. Incase some of you desire to go across, | will 
tell you the fellow who is sending me and maybe he 
will fix it up for you, too. His name is Uncle Sam. 

B. B. B. 
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This desk shown in the lobby pictured above enables Foreman 
Bros. Banking Co. to handle the first-of-the-month statement 
rush with unusual speed. It can be set up ina few minutes, 
and is stored away when the rush has passed. 
HERE is a story of red-blooded American 
business behind the banks of Chicago’s 
“loop” district—a story written into every 
stone of those massive piles within which beats 
the financial pulse of the Windy City. 

It is a story of red-blooded men, who built 
solidly on a foundation of four principles— 
honesty, service, economy, progressiveness. These 
principles, attributed to any one man or institu- 
tion, may mean everything or nothing, but 
Chicago’s downtown banks have translated them 
into something concrete—the cornerstone, if you 
please, of this great financial center. 





Three Generations of Finance 

With most of these banks, the story goes back 
to a single man; in the case of one of the best 
known of them, it begins in 1862, when Gerhard 
Foreman founded the institution that still bears 
his name. This is not a historical sketch, except 
in so far as the history of Foreman Bros. Banking 
Co. may mean something in a story of these days 
—days of war, as were those during which the 
bank was founded. The business started by 
Gerhard Foreman passed on to his sons, one of 
whom now guides its destinies; and there are 
four of the third generation of Foremans 
actively associated with the bank. 

Further, the same principles still guide Fore- 
man Bros. Banking Co. as was the case in ’62. 
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‘Power 
behind 
A SUCCESS J 














For instance, the customer who would seek 
service steps into the bank on the second day of 
any month, for his statement. In the center of 
the main banking floor he will see a hollow square 
of mahogany desks; behind them a corps of girl 
clerks with the statements of 6,000 commercial 
customers indexed before them. 

The customer steps up to the proper desk, and, 
usually, in a matter of seconds, has his statement 
and has made way for the next customer. It is 
seldom a matter of minutes, and never does the 
busy business man have to stand wearily in 
line on a rush day of the month. Foreman Bros. 
Banking Co. handles the distribution of its 
statements each month in what would seem to 
the average banker an incredibly short time. 


The Customer is as Busy as the Bank 


In its relation to the customer, the bank has 
one outstanding rule. The cashier words it thus: 
‘‘We believe our customers are as busy as we are. 
Our aim is to have them see the proper person as 
soon as possible after they enter the bank, and 
to see that their business is attended to as 
quickly as possible after that.” 

To get at the reason behind the service which 
Foreman Bros. Banking Co. is enabled to give its 
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customers, one must go behind the scenes, where 
fourteen Burroughs Ledger Posting and State- 
ment Machines handle a daily average of nearly 
15,000 postings to the 6,000 active individual 
accounts. There are two reasons why those 
machines are there: First, the labor problems 
brought by the war; and second, a desire for 
greater economy and real progressiveness, which 
spell efficiency. 


Solving the Labor Problem 

Foreman Bros. Banking Co.—like thousands 
of other banking houses all over the country— 
has given liberally of its young blood to the colors. 
Prior to the installation of Burroughs Machines, 
the banks had eleven men posting to the 
Boston ledgers, with seven statement clerks—a 
total of eighteen, the majority of them expe- 
rienced bookkeepers. Now, both ledgers and 
statements are handled by fourteen posting 
clerks, all of them girls who had had no previous 
experience. Thus 





installed Burroughs Ledger Posting and State- 
ment Machines. Accounts are carried in loose-leaf 
binders, with a ledger sheet for each customer. 
The statement is an exact duplicate (not a carbon 
copy) of the ledger sheet, and it is through this 
fact that the banks using Burroughs Bookkeep- 
ing Machines are able to get quick and absolutely 
dependable proof of each day’s posting. 

As far as actual operation is concerned, the 
outstanding features of Burroughs bookkeeping 
in Foreman Bros. Banking Co. are simplicity, 
uniformity and speed. The fact that girls are 
now doing the work that formerly required skilled 
bookkeepers—and are doing that work efficiently 
—is evidence of the ease of operation of the 
machines. 

Posting Proof that is Proof 

In posting to ledgers or statements, the oper- 
ator extracts the sheet from the binder, inserts it 
in the machine and brings it into printing posi- 
tion with a stroke of 





was the war labor 
problem solved. 





the injector lever. 


Boa ere Items are listed ver- 
As for efficiency, eeneenereeeneant ret tically, as shown in 

‘. : ze FOREMAN Bros. BANKING Co. he : ere” 
Foreman Brothers a ee diane: the accompanying 
Banking Co. will cHICAGo. — forms. Although 
point to the fact that ee Burroughs Machines 
an increased and are adaptable to 
steadily increasing March 6,1918 either vertical or 


business is now be- 
ing handled by four 








horizontal listing, in 


Burroughs adding Machine Co., banks like Foreman 
less clerks than for- Detroit, Michigan. Bros. Banking Co. 
merly, and also to Gent lenen: where the majority 
the fact that ach We have been using fourteen of your of aceounts are very 
. ‘ a bookkeeping machi f i f i Z . 

day’s posting is now ighiessannecenialake singe einen active, vertical post- 
: l . . 1 : t 4:30 or months, and are pleased to state that they have . f it } b _ 
completed at 4:30 0 aii aici ain it iia ing of items has been 
4:45 each day; 


whereas, under the 
old pen-and-ink 
method of posting 
to the bound ledger, 
even combined with 
machine statement- 
making, the book- 
keepers commonly 
worked until 5:30, 
and often later. 
Thesystem used in 
Foreman Brothers 
Banking Co. is simi- 


lar to that in the The cashier of Foreman Bros. Banting Co. endorses the use of 
other large “loop” Burroughs Ledger Posting and Statement Machines as an efficiency 





in connection with our bookkeeping work. found most efficient. 


Statements are 
posted at the start 
of work in the morn- 
ing, and on comple- 
tion of this work, the 
statements are 
“called” backagainst 
the “long”’ balance 
sheets run off from 
the ledgers the night 
before. Foreman 
Bros. Banking Co. 
thus gets dependable 
proof that the cor- 


Yours very truly, 








measure. The inset shows one of the fourteen girl operators running rect amounts have 


banks that have _ the “long” balance at the close of the day’s work. 


been posted in every 
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JOHN DOE & COMPANY, JOHN DOE & COMPAKY, 
30 No La Salle Street Nowats or ‘ 0 
Chicago. Illinois. Chicago. Illinois. 


maccovss FOREMAN BROS. BANKING CO. 


La Salle Street 


mor February 1918. 
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Typical ledger and statement forms (reduced) 
of Foreman Bros. Banking Co. Either card 
or loose-leaf ledgers may be used. In posting, 
the machines automatically subtract checks from 
and add deposits to the old balance, and the 
new balance, automatically computed, is printed 
by depressing the total key and giving the 
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operating bar an extra touch. All ciphers and punctuation are automatically printed, and the date, set in the morning, 
automatically repeats in the proper columns throughout the day. The inset, picturing the machines and operators at work, 
shows that Burroughs means economy of space as well as of time and energy. 


instance, and also that they have been posted 
to the right accounts. 

Ledgers are posted in two runs in the after- 
noon, in exactly the same manner as the state- 
ments. The fourteen divisions of books are so 
distributed that no operator posts to the same 
section of both ledgers and statements. This isa 
further guaranty that any errors in posting will 
be caught in the ecall-back. 


Control Ledger Divided 


The ledgers of Foreman Bros. Banking Co. 
contain several control sheets which are filed be- 
hind the accounts which they control. In running 
check and deposit journal sheets, as well as bal- 
ance sheets, a total is taken each time a control 
account is reached. This division of the ledgers 
makes the finding of an error in posting easier, as, 
of course, the total on each balance sheet must 
prove against the corresponding control total. 


Not the least of the advantages of the unit 
ledger and statement system as used in this bank 
is the service Foreman Bros. Banking Co. is 
enabled to render customers in connection with 
their monthly statements. The statement desks 
are set up in the lobby the second of the month, 
and remain in service for four or five days. 


A Record in Delivering Statements 


By this means the bank is able to distribute 
its statements with remarkable rapidity; just 
how rapidly is shown by the fact that on a recent 
Saturday, which chanced to be the second of the 
month, 1,700 statements were given out over this 
desk between 10 o’clock and noon. Of course, the 
statement system makes it unnecessary for cus- 
tomers to wait at any time for a pass book to be 
balanced. Statements are posted right up to date, 
and are ready at a moment’s notice at any time. 

Foreman Bros. Banking Co., like so many 
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Above are shown the check and deposit journal and “‘long’’ balance | ee 
sheet posted by each operator for her section of the ledger at the end | Odden hh 
of the day’s work. These sheets give absolute proof that the correct | 





amounts have been posted to the ledger, and the call-back against the 


statements gives daily proof that these items have been posted to the correct accounts. The smaller picture shows a corner 
of the clearing house department, where a battery of Burroughs listing machines is used. 


other “loop” banks, has had a steady, well- absolute accuracy, and ease of operation demon- 
earned growth. In 1897, its deposits amounted strated the fact that girls could handle the 
to $977.914; they now total more than $16,000- customers’ ledgers with the efficiency of trained 
000. The company believes in building on a men bookkeepers. And this efficiency will remain 
solid foundation, in the way of both men and _ after the present labor problem has become a 
methods. Its employees point with pride to the thing of the past. As is the case in many other 
unusual term of service of one officer who has lines of business, the smooth-working effective 
been connected with the bank for fifty years. bookkeeping structure built up in this bank 
The same care was used in the selection of during the war will be a permanent benefit. 
bookkeeping equipment as is exercised in the There is no bank too large or too small for the 
choice of men. Burroughs Ledger Posting and same sort of progressiveness for internal effi- 
Statement Machines were installed because they ciency, combined with the service that it makes 
handle the bank’s work more efficiently than it possible, constitutes the power behind success. 
could be handled under the old Boston ledger Bankers desiring further information concern- 
system. ing Ledger Posting and Statement Machines and 
At the same time, adoption of mechanical their application can obtain it by addressing 
posting solved a labor problem Burro rea Ag the nearest of the 189 Bur- 


that is facing every bank in the ron Oa ~ roughs offices in the United 
urro States and Canada. 


country today. Rapidity, 
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“Consider the L. B. Card ledger 
n investment—” 


The Library Bureau card ledger, posted by machine, multiplies 
the value of minutes and helps solve the labor shortage. It brings 
speed-with-accuracy to your office for life-time service. 


The L. B. Card ledger is the rapid-fire method of keeping ac- 
counts up-to-the-minute and proved-daily. It is first-over-the-top 


at the end of the month. It is the guardian of present business— 
foundation for the future. 


The L. B. Card ledger saves hours of posting time. And it is easy to operate. 
An inexperienced girl can pick it up in a jiffy. Banks all over the country are 


using the L. B. Card ledger. So, too, it is meeting the war-time demand of 
commercial houses. 


The L. B. Card ledger is equally adaptable to the requirements of large and small 
businesses. The cost, measured by the service it gives, makes it an Al investment. 


Our booklets give specific examples of what it does in banks and commercial 
houses. Issued frequently. Write, telephone or call for the latest. 


Library Bureau 


Card and filing Filing cabinets 
systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Des Moines, 619 Hubbell bldg. Providence, 79 Westminster street DISTRIBUTORS 
Atlanta, 124-126 Hurt bldg. Detroit, 400 Majestic bidg. Richmond, 1219 Mutual bldg. 
Baltimore, 14 Light street Fall River, 29 Bedford street St. Louis, 223 Boatmen’s Bank ais Binietnes > OW. We 
Birmingham, 2025 Jefferson Co. Hartford, 64 Pearl street bldg. ~— ge hdr entworth & 
Bank bldg. Houston, 708 Main street St. Paul, 116 Endicott arcade 0., 999 Market St. 
Bridgeport, 311 City Savings Bank bldg. Indianapolis, Merchant’s Bank bldg. Scranton, 408 Connell bldg. ee een a 
Buffalo, 508 Marine Nat. Bank bldg. Kansas City, 215 Ozark bldg. Springfield, Mass., Whitney bldg. ©°s Angeles, McKee & Hughes, 440 
Cleveland, 243 Superior arcade Milwaukee, 620 Caswell block Syracuse, 405 Dillaye bldg. Pacific Electric bldg. 
Columbus, 517 Columbus Savings and Minneapolis, 428 Second avenue, South Toledo, 551 Spitzer bldg. 
Trust bldg. New Orleans. 512 Camp street Washington, 742 I5thstreet, N.W. -—- Dallas, Parker Bros., 503-504 Insur- 
Denver, 450-456 Gas and Electric bldg. Pittsburgh, 637-639 Oliver bldg. Worcester, 716 State Mutual bldg. ance bldg. 





No. 118 of a series. 
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The City Deposit Bank State Bank of 8 
Pittsburgh Zolfo, Fla 


Banks of all sizes, everywhere, 
comprise THE BIG MAJORITY who 
carefully investigated and chose 


BAKER-VAWTER 
POSTING MACHINE SUPPLIES 


For nearly 30 years Baker- Vawter Company has been supplying banks with account- 

ing supplies. Bankers know that Baker-Vawter Company, with this vast experience 
in bank affairs, can render them valuable aid in keeping their 
methods up to date besides filling orders intelligently, correctly and 
delivering the high quality which banking standards demand. 


Address either factory: Benton Harbor, Mich., Holyoke, Mass. 
oaiatee ~HAKER-VAWTER COMPANY *'s;°%6s°°" 


man in your Originators and Manufacturers Salesmen 


locality to call LOOSE LEAF AND STEEL FILING EQUIPMENT Everywhere 3-418 
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